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All welcome to Cincinnati, the Queen City, which extends a royal greeting 
to every shoe merchant in America to attend THE CO NVE NTION. 

It surely will mark an epoch from the standpoint of Association work. 
Shoe merchants will henceforth stand a united body, North, South, East and 
West—and will speak with one voice in any national trade crisis. This achieve- 
ment alone insures a convention the like of which the shoe trade has not ex- 
perienced. ‘Come and help in the unification of a great retail trade. 

We expect to seat over one thousand merchants in the grand ball room of 
the Gibson Hotel at the banquet which the Cincinnati shoe manufacturers are 
to give complimentary to the retail shoe trade. The Mayor, the Chamber of 
Commerce and the Business Men’s Committee stand ready to make it the biggest 
convention in shoe trade history. 

As for program—educational helps to better shoe merchandising; the 
solution of trade problems, the subject of leather and prices; and real straight 
tips on how to get profits. Any one of these subjects ste is worth the trip to 
Cincinnati even though you come from the tip of Maine or Oregon. 

Co-operation is most necessary at this time if we are to maintain present 
prosperity and keep the volume of business we have enjoyed in the past. The 
big topics of supplies and of proven materials to take the place of leathers need 
consideration and by concerted attention we may be able to help materially every 
merchant in serving the public. 

Let us know you are coming so we can fix up your reservations. Lay your 
plans now to be there—you cannot afford to miss this remarkable opportunity 
to meet and be one of the progressive shoe merchants of America. 


‘Can 
National an “a 


Convention, ae ; 
Chairman, Cincinnati Convention Committee. 
January 


8, 9 and 10, 
1917. 
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For Self Defence as to Prices 


HAT tedious and disagreeable topic, 

‘t ‘cost of living,’ might pass into 

‘ forgetfulness, if it were not: that 

every week sees some new advance, 

somewhere, in the price of necessities 

and comforts of life, to say nothing of 

the luxuries. Take care that the 

public mind is not directed unfavorably to the shoe 
trade, in this regard. 

As,a matter of fact, the public is being served as 
cheaply as is* humanly possible, by American shoe 
manufacturers and dealers; let no false ideas gain 
currency, uncontradicted, in your community, as to 
there being any unjustified uplift in shoe prices. This 
country is still the cheapest place in the world to buy 
good shoes, by a considerable percentage. This is a 
solid, square-built fact, which cannot be pushed aside 
or overthrown. 

There is a great danger in the action of individuals 
within the trade who rush into print with unsub- 
stantiated statements in the shape of attacks on some 
other branch of the trade. There is a truism that 
along with every advantage there must come some 
disadvantage,—there can be no hundred per cent 
perfection in any industry. 

It seems a pity that right at this time when the 
merchant is giving the utmost service and much satis- 
faction to the public that any individual should 
try to prove that about one-third of the total pro- 
duction of shoes in the United States was being built 
at an average price of $2.44. The error was in not 
emphasizing the fact that of the thirteen factories 
quoted from which the average was taken the pro- 
duction runs all the way from the cheapest children’s 
shoes to popular men’s and women’s shoes. The 
impression was gained by the public that the mer- 
chant bought the shoes for $2.44 and that the dif- 
ference in price was absorbed in the shoe store. 

Then we have the individual who rushes to Congress 
for an immediate investigation of shoe and leather 
prices and again we have the individual who yells 
“leather trust and the public is being squeezed and 
all that sort of tommy-rot.”’ If there is any investigat- 
ing to be done, why can’t a little of it be done within 
the trade and the information disseminated to the 
public through the proper channels? Why call on 


Washington for amateur investigation and all the 
attendant evils therefrom? A set of excited head- 
lines in the newspapers on the subject of unjustifiable 
profits in the merchandising of shoes will do more 
to set the industry back than any other possible 
action. Why bring down the hounds when other 
industries sit quiet and correct abuses from within. 

It might be well to remind the public that it is 
itself to blame for some added costs. For example, 
those who have rebelled at paying $12 a ton for coal 
(it is $30 to $40 in Italy) need look only to the slow 
and stupid public failure to enforce better manage- 
ment of the governmental efforts at railway regulation. 
Running railways has apparently been classed as a 
crime, rather than a great industry; they have been 
hammered and hampered, with rates rigidly restricted, 
until no manager has dared to buy so much as a car- 
load of spikes in the way of equipment, without fear 
and trembling, for some years. Thus starved, they 
had not enough cars to handle the coal, and scarcity 
compelled people to pay several dollars a ton extra. 

So it is with food products; with millions of acres 
of land only scantily provided with railroads, the 
government has so nearly killed railroad building that 
fewer miles of railway were built this past year in 
this whole broad land, (only 914 miles, the smallest 
since 1864) for permanent and productive uses, than 
have been built behind the lines in France alone, for 
the destructive and temporary purposes of war. 
It is a most discreditable record; and the public are 
largely to blame for the situation. They permit 
cheap lawyers, whose only assets are a gift of gab and 
a long-tailed coat, to block the aisles in Congress, and 
prevent a sane cutting clear of the railway mix-up. 

Better a few cents more a ton freight on coal, and 
plentiful equipment, resulting in prompt and certain 
supply, as against poor equipment and dollars a ton 
levied by coal panics. Better such change in Inter- 
state Commission practice as will enable additional 
mileage to bring new food areas into use. These are 
business questions, and the interests of the whole 
land are affected. 

As to shoe prices, “demand and supply” have 
governed. But the matter of added cost should be 
held as a defensive argument, not put forward ag- 
gressively in the offensive. The public mind need 
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not be unduly:centered upon the subject. The shoe « - By keeping a proper check on shoes that do-or do 


trade has a good defense in the matter. 


The Day of the Merchant 


A government commission, after long study and 
investigation, has decided that co-operative stores 
among farmers are not a very great success, for the 
reason that the farmers “cannot be made to under- 
stand there is a direct relation between business 
efficiency and financial success.”” That is to say, that 
‘keeping store’’ successfully involves brains, training, 
energy, special aptitude and a lot of hard work. 

Along with this report comes the information that 
the government is about to cheapen certain parcel 
post rates, in the hope of promoting more use of the 
mail between the farm and the city household, in the 
transmission of food supplies, the mails so far having 
proven a flat failure in keeping down the city cost of 
living. Great things were predicted, if garden sass, 
turkeys, potatoes, and what not were granted cheap 
postal rates; but neither the farmers nor the city 
folk seem to have been benefited much, by local 
rural “‘mail order’’ facilities. 

All of which simply emphasizes once more a fact 
which really needed no emphasizing, to the intelligent 
observer, namely; that the centuries old method of 
supplying the public through the channels of whole- 
sale and retail “middlemen” is a method which has the 
solidest and soundest of basic reasons for existence and 
continued use. It is true economy, through the utiliza- 
tion of specialized abilities and functions. And this is 
an age of specialization. More than any other time, 
this is the day of the well-equipped merchant. He 
need only keep abreast of the best practice and 
experience among the members of his own trade, in 
order to hold an assured place in the community. 
The supposed “short cuts from producer to con- 
sumer,” most of them, go round Robin Hood’s barn in 
reality, and are doomed to economic death. 


Prepare Now for NO Clearances 


A clearance sale is, to a large extent, a confession 
of inefficiency. 

lt means that some one did a poor job of buying, 
that some one fell down on stock-keeping, and the 
sales force missed its calling. 

There should be no need for clearance sales in a 
well-conducted shoe store or department. 

This sounds like a broad statement and that it will 
be challenged by a lot of shoe men we do not doubt. 
But, the fact remains that some of the most successful 
stores have no clearance sales. 

Every buyer will guess wrong once in a while. But 
he should not let his bad guess stick through the entire 
season to be closed out at a big loss during the “‘semi- 
annual’ clearance sale. 


not sell freely, the shoe man ought to be able to “spot” 
the slow movers. When a shoe is found to be a 
sticker the P. M. should be put on it instantly. <A 
little extra steam should be put’ on in advertising it. 

One man figures it out this way; “Suppose I carry 
over one thousand pairs and sell them at a net loss of a 
dollar a pair. I have lost one thousand dollars, have 
I not? 

“Suppose I put the rollers under them early in the 
season and lose only fifty cents a pair. I have saved 
five hundred dollars. 

“‘Another way to figure it out is this: Suppose I spend 
twenty five cents a pair in extra advertising to move 
the slow sellers and by means of that advertising I 
close them out at a net loss of twenty five cents a 
pair. I have still saved five hundred dollars. Think 
it over.” 

Make advertising your salesman—it is the greatest 
preventative of clearance sales. 


“Spugs” and Christmas Footwear 


These are days when the “SPUGS” should be 
coming to the front—the Societies for the Promotion of 
Useful Gifts—the prevention of useless gifts is merely a 
negative. Some American families truly need them. 
They buy each year enough little patchy pictures to 
hang on the walls, and junk in the way of “things to 
set on things” to make a perceptible dent in the 
annual shoe bill. Expensive toys for unappreciative 
youngsters form another favorite method of detaching 
certain folk from their money. But there is a re- 
action in progress among the intelligent. 

Footwear gifts will be more than ever acceptable 
this year. A start has been made in the way of sen- 
sible Christmas giving, and the idea will meet public 
approval. Push it along, to your own benefit, as well 
as the genuine good of the. community. 


New Move in Holiday Selling 


There will be no open nights during the holiday season 
at the store of Stewart Dry Goods Co., Louisville, Ky., 
according to announcement made on November 30 
The company in this announcement asked the support 
of the public in an effort to break up the old practice 
of wearing out the clerks in a rush during the final 
days of the holiday season, and has asked the public 
to do its shopping early. This action has been the 
subject of considerable discussion in the other stores, 
and among the employes of all of the stores. The 
salespeople at the Stewart store are wearing the smile 
that won’t come off, and store service should be about 
fifty per cent better than in the case of the store 
staying open late, and wearing down the energy and 
nerves of its employes. 
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Winter Sport and the Merchant’s New Stock 


A Development in the Sale of Both Skates and Boots to a Point of 
General Merchandising 


HE merchant today is selling a wider 
range of articles at a more satisfac- 
tory profit than ever before in the 
history of service to the public. The 
more adventurous merchants took 
our tip in the Fall of 1915 and sold 
combinations of skates and shoes. 

We got the idea from the vogue started in Chicago of 
indoor ice skating followed up by the New York 
adoption of skating as a general Winter sport. 
Ice Skating Rinks Everywhere 

Today inevery large city—in and out of the natural 
ice belt—skating is one of the big diversions of the 
Winter season. As a 
sport it ranks high as 
a real participating 
sport and as an athletic 
and healthy recreation. 

Sporting goods stores 
have for too long a time 
monopolized the sale of 
outing footwear. Only 
of late. have shoe stores 
come into their own. 
The sporting goods store 
sells only standardized 
sport footwear leaving 
to the exceptional shoe 
merchant the special or- 
ders for fancy footwear. 


When the Merchant 
Started to Lead 


THE LATEST SKATING BOOT 
< White buck top with colored kid binding on edges—collar 


But the time came 
when the public became 


effect over lace pattern. 
more adept at sports 








and wanted distinction in footwear—so the shoe’ 
merchant designed novelties and gathered in the 
trade instanter. One New York store sold over 
one thousand pairs of skating shoes of a_ novel 
pattern last year at a splendid margin of profit. This 
year sixteen different patterns are carried of skating 
shoes alone. Sales were not only made to individual 
customers but to shoe merchants who visited New 
York and who wanted novelties to take back to their 
stores. 
Buy Only a Short Line of Skates 


Skates are not difficult articles of merchandise to 
handle—the sizes permit of short stocks and the in- 
vestment is not great. 
Don’t buy too many, 
but buy popular styles. 
For beginners a line of 
ankle supporters can 
also be carried. 

The skates worn by 
Charlotte and those who 
assist her in the ballet 
on the ice are the Char- 
lotte model, a_ skate 
perfected by Charlotte 
and sold under her patent 
all over northern Europe. 
The most marked dif- 
ference between the 
Charlotte model and the 
usual American skate is 





First shown by Thayer, McNeil 
Co., Boston 


the matter of weight; 
the average American 
skate weighs from 14 
to 20 ounces and Char- 
lotte’s skate weighs but 








26 BOOT AND SHOE RECORDER 


our ounces. It is made of the finest forged steel and 
the blade is ground to a fine razor edge. 


The Various Kinds of Skates 


Charlotte’s skate has a shorter radius, which in 
layman’s language means that the runner has a greater 
curve than the American skate. The European model 





Charlotte, the Girl Who Started the Skating Fad Last Winter 


which has been adapted recently by Americans has 
always had a shorter radius than our skate, though not 
as short as Charlotte’s. The curved skate allows for 
quicker turns and more agile strokes generally, and 
naturally carries with it the necessity for more skill 
in balancing. The long flat-runner skate is used 
for hockey and there are several adaptations of the 
hockey model used in ordinary ice sport. This model 
has scarcely any curve and touching the ice at all 
points gives a greater purchase for the rough usage of 
hockey. 
With Skates Already Attached 


Time was when the skate was detachable and could 
be clamped on to any walking shoe but nowadays 
nearly every one possessing skates also has the neces- 
sary skating shoe attached. This gives a much firmer 
support, and then too, not every walking shoe was 
the proper proportion for expert skating. In this 
connection it is interesting to note that Charlotte 
uses no support other than a high soft kid shoe. She 
even prefers to skate in a low shoe, or oxfords, except 
that it is difficult to keep the low shoe on during her 
pirouettes and whirls. She recommends for begin- 
ners supports and also the use of ankle straps until 
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the muscles have become sufficiently trained to func- 
tion without extra aid. 

Skating tutors are now doing a rushing business in 
teaching the knack of fancy skating and the sport 
appears to be scheduled for years to come as Winter’s 
best outdoor activity. 


New York and Style 


Two Great Social Seasons Open 


The opening of the Opera and Horse Show, as 
usual, marked the beginning of the Winter season in 
New York, and nearly every one who is interested in 
society came back to town. Therefore it is very easy 
to obtain a very good idea of what styles the smart 
women have chosen for Winter, as others will follow 
in their footsteps. At the Opera the women pre- 
sented a most brilliant appearance. Their clothes 
glistened with spangles, beads, gold and _ silver 
laces. The materials were also very rich, including 
velvets, brocades, lustrous satins, and cloth of gold 
and silver. Many of the garments were further 
enhanced by rich furs, and the whole atmosphere 
seemed to radiate with the impression of gorgeousness. 

The women who wore these rich dresses naturally 
gave attention to every detail of their costumes— 
they realize the importance of a perfect ensemble 





Sport Footwear with Appropriate Background 


and unusually handsome slippers were seen—favor 
being given to those of cloth of gold and cloth of silver. 
Metallic brocaded slippers were also being worn as 
well as some in silver and gold brocade. A few smart 
costumes were completed by slippers of brocade sug- 
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gestive of the Paisley idea with gold and silver threads 
interwoven. 

At the Horse Show the costumes were also unusually 
attractive but not as elaborate as those at the Opera. 
Dark rich colorings seem to be preferred to the more 
glaring Oriental shades noted at the Metropolitan, 
and all the accessories corresponded such as the wraps, 
footwear, etc. 

At a number of dances satin slippers in matching 
color to the gown were favored by many of the 
younger girls—some being finished off with a smart 
rhinestone buckle in odd design, while others pre- 
ferred more elaborate slippers of satin which were 
beaded to match their dresses. Some had only the 
toe embroidered and others have the entire vamp 
handsomely beaded. 

While bright, rich colors are being favored very 
largely for evening wear such as gold, rose, empire 
green, aquamarine blue and other colors suggesting 
the Oriental influence, there are a number of women 
who favor the more delicate pastel colorings, such 
as pale pink, nile green, apricot, very light shades of 
blue and yellow. Black net is also favored very 
much this Winter—many of the dresses being trimmed 
with black, colored, gold or silver beads. With many 
of the black and dark evening dresses slippers of gold 
and silver are worn, although entirely black costumes 
accompanied by black slippers are favored by many 
women who are famous for their good taste in choosing. 


Reception Committee for N.S. R.A. 


The Shoe selling group of the retail stores associa- 
tion, in connection with the Cincinnati Chamber of 
Commerce, at the recent meeting held by the Sec- 
retary, H. Serkowich, selected the following as the 
reception committee for the National Convention. 


John O’Connor, Chicago; W. M. Laird, Pittsburg; Otto 
Fisher, Lawrence, Kan.; Frank Meyer, Danville, Ill.; Thos. 
Scroggins, Houston, Tex.; Fred Murray, Charlotte, Mich.; 
Chas. I. Slipher, Indianapolis; Allen Meadors, Nashville, Tenn.; 
Werner S. Byck, Atlanta, Ga.; Geo. A. Pierce, Minneapolis; 
Max Sommers, San Francisco; W. A. Knight, Portland, Ore.; 
F. E. Ballou, Providence, R. I.; D. F. Sullivan, Fall River, Mass.; 
W. W. Wilson, Rice & Hutchins, Boston; Jas. Lawrence, Hart- 
ford, Conn.; Morris Wyman, Baltimore; Jos. Strasburger, 
Washington, D. C.; C. A. Wolfram, Cleveland; Alfred Kohn, 
42nd and 5th Ave., New York; Mr. Lazarus, Pittsburgh; John 
Slater, 5th Avenue, New York; Ben Jacobson, care of Morse & 
Rogers, New York. 


Any shoe merchants or persons connected with the 
shoe industry who wish to attend the National Shoe 
Retailers’ Association convention at Cincinnati, Jan- 
uary 8, 9 and 10, and desiring reservations to be made 
at convention headquarters, will kindly notify H. C. 
McLaughlin, Potter Shoe Co., Cincinnati, O. 
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Illinois Delegates to Convention 


President Frank P. Meyer Urges Big Attendance 
at National Sessions 


“January 9, 10, 1l—are the days the West will 
entertain the East at the National Shoe Retailers’ 
Convention at Cincinnati and Illinois shonld be there 
longer and stronger than any other state. 

“The benefit we can derive from rubbing elbows 
with shoe men of other states is immeasurable. 

“It is a foregone conclusion that the greater ma- 
jority of our Illinois Retailers Association members 
will attend and on behalf of this association I extend 
an urgent request to all non-members to join us 
and show Illinois to be one of the greatest shoe retail 
states in the Union. 

“The name Cincinnati, Queen City, alone should be 
a magnet sufficient to draw every merchant in our 
state. This city is noted for its beautiful hotels and 





THE SYBIL PUMP 
A patent kid Colonial with plain toe and 


leather Louis heel. Designed and made by 
the Julian & Kokenge Co., Cincinnati 


theatres. Its beautiful parks with their skating ponds 
in Winter. Its beautiful store windows. In all these 
places may be seen the very latest in shoe creations. 

“There is unlimited shoe education to be had 
here among the live retail stores and the large pro- 
gressive factories. Every attending shoe man will 
come away a wiser and a better shoe man. 

“So fellow merchants of the state of Illinois, let us 
all be there. Let us get there early in the morning 
of the first day and stay until the finish. The plea- 
sure will be mostly ours. Write and tell us you are 
going and name your hotel address.” 


Joint Meeting of Merchants 


Members of the Baltimore Retail Shoe Dealers’ 
Association attended the banquet in Washington 
December 6th by the Association of that city. The 
Baltimore speakers were Maurice Wyman, Ottmar 
Marcus and Joseph H. Hess. 
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Window Trims and Show Cards to 


This non-technical weekly feature is based on ideas, original in 
conception, readily grasped and easily executed. Its regularity makes 
it'of special value just when a fresh viewpoint on window displays is 


most needed. 
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When windows worry watch the ‘‘Recorder’s’”’ 
weekly window feature. When there is a special 
roblem refer to the ‘“‘Recorder’s’”” Window 
rimming Book; go through your file of back 
numbers for other suggestions in these service 
pages, or write the ‘‘Recorder”’ for a suggestion 
Hf (Ci HC AA | to cover your special need. 
1 ha aN AM Oi alph i MF iti 

This week’s suggestions involve a minimum of 
expense, particularly Number One, which is 
pertinent to war-time conditions today. The 
only extra equipment for your regular window 
ff arrangement is a pair of foreign or American 
Army service boots, a pedestal on which to place 
them a little below the eye-level of the passer-by, 
and two maps, one of Europe and one of America. 
From each of the European war capitals, which 
should be emphasized by painting the names 
fairly large in contrasting color bring a red 
ribbon, fastening the other ends to these Army 
boots. Then from your home city, whose name 
should also be painted large on the map, bring 
white ribbons forward to the most attractive 
— ; selections from stock in the window displayd. 
- 2 Between the maps a card could then be dis- 
‘ played as indicated to emphasize the contrast, 
and the window decorated with material appro- 
priate to the New Year such as is available in 
any city. Additional atmosphere in the back- 
ground may be secured by the preparation of 
shields and decorative war and piece panels 
laced as shown, executed on card or fibre 
ard stock. Such a window will justify mention 
in the news columns of your daily papers. In- 
cidently the getting of store items in the news- 
papers is a vebnaile publicity feature not suffi- 

ciently appreciated. 
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Number One 


Number Two, alittle more elaborate in equip- 
ment, embodies material that can be re-arranged 
for Easter and other displays later in the year. 
The decorations of holly and evergreen shown 
are adapted to holiday week and: New Year. 
This display involves no change whatever in 
your regular window background. The pillars 
and capitals are all the same height,-and can be 
made locally of card or fibre board and covered 
with silver-striped wall paper or other suitable 
material. These are placed on a built-up, semi- 
circular base as shown, this. base being con- 
structed most readily by covering a light frame- 
work with fibre board. The facing of the steps 
can be covered with a frieze suited to the season, 
obtainable from decorative paper houses or 
stationers, or the steps and floor of the window 
may be covered entirely with cloth of a color to 
set off the shoe colors displayed. In a window of 
this sort, where dislay fixtures are used, aim for 
something distinctive; try draping one or two 
with velvet or skins, or consult the equipment 
pages for better fixture suggestions. Avoid 
monotony in your windows. Variety is the 
spice of life. — 
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to} Help Make January a Profit Month 


Show cards that are attractively designed and properly worded are 
real ‘“‘silent salesmen”’ whose cost is trifling. The card writer can get 
inspiration here when he needs it most. 
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SHOW CARD SUGGESTIONS 


Just think of the pleasure that can 
come from the Shoe Shop. Just think 
how much joy can be given to The 
People through the merchants who carry 
and display remembrances where they 
can be easily admired and purchased by 


those that wish to send the Greetings of. 


the Christmas Day. Prepare your show 
cards for present use with this in mind 
as shown in today’s suggestions. 

Number One avails for decoration of 
a few illustrations in the style section of 
the ‘‘Recorder’s”’ holiday number, and all 
of them can be availed of by the card 
designer in a variety of ways. This card 
should be executed in color to be most 
attractive, a suggestion being white 
or cream card stock with light blue 
lettering and gold intials, border and 
decorations. 

Number Two is simple in design but 
rather effective. After executing the 
telescope in black on gray stock the 
circle ‘*view”’ at the larger end can most 
easily be made by availing of material 
in the pages of publications at your dis- 
posal. This card shows the use of material 





Number Two 
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Number One 


The wise card writer is he 
who has at his elbow cata- 
logs showing every kind of 
material available for the 
execution and decoration of 
show cards, thus having a 
fertile field for new ideas 
all the time. Write ‘‘The 
Recorder”? for helps and 
suggestions, on the address- 
es of supply houses for the 
various kinds of materials. 


in the ‘‘Recorder’s’” advertising pages- 
The lettering in white or silver and the 
shading and decoration in color complete 
an attractive production. 

An additional fillip to your holiday 
window can be gained by playing up the 
shortest day in the year (a date not real- 
ized to a surprising degree), as shown in 
Number Three. Taking as a basis gray 
or light blue card stock, fasten to it a 
big thermometer tube as shown, or paint 
one on the card. If a thermometer is 
used, paint the lower two-thirds of it 
black. The lettering is executed in white, 
and any decoration in initials may be in 
color. 

In seeking ideas for show cards for the 
coming year, watch the calendar. Every 
holiday—public, philanthropic or honor- 
ary—and every national trade event is 
your opportunity for a clever adaptation 
of public interest to your business. The 
“Recorder” will furnish a list of dates 
that can be taken advantage of by any 
shoe merchant, supplemented with sug- 
gestions as to the best way of turning 
them to advantage. 





Number Three 


















The sharp, clear, clean-cut lines of 
**Boot and. Shoe Kecorder”’ Electrotypes 
bring the illustrative feature out with ee 

remarkable effectiveness. No ‘*Smudgy’’ 99 ‘ 
appearance blurs their strength or sak Cuts That Come Up 

to detract from the business bringing 

qualities of the advertisement. The 
pleasing impression left on the reader’s 
mind is unqualifiedly a permanent one. 
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Editorial 


For Your Store 


“‘As a twig is bent, so grows the 
tree.” 


And ours is a business that 
grew straight from the start. 
The guiding principle is that each 
new customer is a_ potential 
friend and is treated as such. 
As new customers become per- 
manent customers the value of the 
friendship policy is demonstrated. 


The Service rendered to the 
customer here means something 
more than the exchange of money 
for shoes. It stands for courtesy, 
attention, prompt willingness to 
right an unintentional wrong, 
variety in stocks, patience in 
fitting and prices, neither too low 
nor too high but equitable to 
both of us. The “twig” that 
developed into this vigorous Busi- 
ness Tree was straight from the 
day it first took root. 
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New Year’s Big Attraction! 


Real Value is the effective combination of Quality, Style and Price. 

Where Price is the final factor we have some special offerings in which 
Quality dominates. For the next two weeks we shall have a special each 
day worth watching for—and buying. 

Never did we begin the New Year with such attractive offerings as now 
for all the family. 

And buying now means saving money. Our business success rests on the 
many, not the few; and in view of market conditions we strongly urge the 
many to do as we have done for them—Cover your needs—buy early—buy now! 





Store Name Here 














Accounts Cannot Be Opened for These Nominal Amounts 
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“Boot and Shoe Recorder’ Cuts are pre- 
pared to meet the advertising require- 
ments of subscribers practically 30 days 
in advance of the actual need, thereby 
allowing ample time to make preparations 
for Window Dressing and for arranging 
stocks. The ideas concerned in]the cuts 
are intended to meet the weekly]mer- 
chandising demands of subscribers. 
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Winter ills, chills and doctors’ 
bills for the children. 

Or full school-days, 
health and comfort. 

WHICH? 

Either condition depends on 
SHOES—and all our children’s 
shoe stock was bought for chil- 
dren to be happy and comfortable. 

Think this over: it is something 
worth more than mere money to 
you and to us; it is something you 
can’t pay for—here. 

But you can—and _ should— 
buy the shoes today. The prices 
just now are perhaps fairer to you 
than to us—but price to us is 
just another matter of service. 
Come and see! 


glowing 




















Shoe Store 


BE QUIET 


The real man of affairs is not generally 
surrounded with a half dozen secretaries, 
answering numerous ‘phone calls, and 
dictating to a couple of stenographers. 
Usually he is quietly seated at his desk, 
and as a rule, the desk is very clear of 
papers and the vehicles of business. 

he able shoe men are not usually 
those who bluster around the store; they 
realize that confusion and ungoverned 
enthusiasm mean waste—nothing more, 
nothing less. 

The hawkster, with his ‘“‘penny wares” 
raises a terrible din in the street. The 
broker with his millions is not heard. 

And as Dr. Crane says: ‘‘Gravitation, 
most gigantic, universal, and irresistible 
of known potencies, never even squeaks.” 

It is usually the salesperson who talks 








More New Year 
NOVELTIES 


First in the field with the new- 
est novelties for the newest year, 
we are offering them at prices 
that will please mothers and 
daughters—and fathers, too!” 


And there are some especially 
dainty offerings worth seeing 
within the store—for they will 
not be shown in the windows, 
either here or elsewhere! 


Save a Dollar 


Come in and let us show you 
how. We believe we have your 
exact size in some _ up-to-the- 
minute lines that are going under 
price as an attraction to new 
* coin and a money-saver for 
all. 


One word more: 
time like the present! 


There’s no 


Store Name Here 
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Lasts of lasting comfort; ap- 
pearance leaving nothing to be 
desired; shoe fitting and store 
service “way above par—these 
are the foundation of shoe mer- 
chandising at Blank’s. You take 
no chances here. 


Men’s shoes are real bargains 
at present prices. If you would 
save money, look over your foot- 
wear and come to Blank’s to- 
night or tomorrow—or pay day— 


and buy for your winter needs. 
Just now we have some specials 
that will save you an ezira 
dollar! 














too much, that loses the sale; it is the 





floor-man who calls down his subordi- 




















Salesmanship 


nates, who is the slacker, and does so to 
cover his tracks; it’s the bargain table 
man, who makes a loud noise over little 
sales and little or no profit. 

It’s the REAL SALESMAN, who sells 
enough shoes to supply the whole family 
and you thought he was quietly enter- 
taining some friends. He is a real factor 
he knows the value of poise, sincerity 
and SALESMANSHIP. 

Let us go about our work in a quiet, 
dignified manner, always having this 
thought uppermost in our minds: 

The clerk makes the BIG NOISE— 
The salesman the BIG SALES. 

People come into our store and expect 
service—let’s not disappoint them. Cus- 
tomers appreciate special attention and 
attentiveness—let us justify their appro- 
bation. 

Proprietors expect dollars and cents 
results from salespeople—let us help 
them realize their expectations. 


Please Be Sure that Remittance Accompanies All Orders 
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Southwestern President’s Opinion 


An optimistic note is struck by Alfred 
S. Katz, President of the Southwestern 
Shoe Travelers Association’ whose ter- 
ritory embraces Texas, Louisiana, Mis- 
sissippi, Arkansas, and Oklahoma. He 
has found on his trip that the retail 
stores are in an unusually healthy con- 
dition, with merchants buying heavily 
for their needs, but not speculating. He 
has a picturesque expression for the 
merchants’ opinion on prices, which may 
be translated into a statement that the 
price is a minor worry if only they can 
get the goods. With his trade averaging 
a profit of thirty-threeJper cent of the 
selling price on staples and a much higher 
and entirely satisfactory price range on 
novelties commensurate with the risk; 
with high prices and prosperity ruling in 
the South; and with one hundred per 
cent of his Spring orders written up 
—he should worry. 


Sprunt Notes Prosperity 


Robert (‘‘Bobbie’’) Sprunt, Jr., of the 
Boston office of A. Fisher & Son, Lynn 
makers of slippers and oxfords for all the 
family, is this week of a serious turn of 
mind. Conditions’ now prevailing are 
hard to analyze, and as costs of living 
and dressing, including shoes, have shown 
a tendency to advance beyond any 
general increase in wages, the future 
holds a problem as to the consumer’s 
willingness and ability to pay apparently 
increasing prices. However, in all the 
sections that he has traveled this year he 
‘‘found an unprecedented condition of 
prosperity prevailing; people well em- 
ployed at constantly increasing wages, 
and the retail shoe business enjoying its 
share of this general prosperity as the 
consumer has become educated to higher 
costs and is paying the asking prices, 
which are showing a much better margin 
of profit to the retail shoe merchant.” 


Completes Thirty-fifth Season 


When we saw an envelope postmarked 
the other day at “Oklahoma City” we 
had a feeling that its enclosure was from 
Henry H. Browning, a good friend of the 
“Recorder” in the Southwestern territory, 
who has just finished his thirty-fifth 
consecutive year selling shoes on the 
road, with a big increase over last season’s 
trip. Merchants in his territory have 
generally met price conditions by safe- 
guarding themselves with an increased 
margin of profit, and both present de- 
livery and advance orders from them 
have been “extra good.” And the 
«‘Recorder”’ is human enough to feel grati- 
fied with his tribute that it “has been a 
great help to the traveling men . 
inasmuch as it has been continuously 
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giving the facts as to markets and trade 
conditions.” 


Arthur H. Jenkins Dead 


Arthur H. Jenkins, for twenty-five 
years a traveling representative of Geo. 
E. Keith Company, died suddenly early 
on the morning of December 6th, at a 
private dancing party given by Mr. and 
Mrs. Myron L. Keith at the Walkover 
Club in Brockton. Mr. Jenkins, who 
had complained of feeling ill during the 
latter part of the evening collapsed at 
the conclusion of a dance. A physician 
was summoned, but Mr. Jenkins had 
expired before his arrival. 

Arthur Jenkins, who was one of the 
best known and popular shoe traveling 
men in the United States, was born fifty 
years ago in New Bedford, Mass. For 
over thirty years he had been a resident 
of Brockton and for a quarter of a cen- 
tury identified with Geo. E. Keith Com- 
pany. He formerly traveled in the 
South, but of late years had been cover- 
ing principal cities. He was one of the 
highest grade men in his line of work— 
having achieved his position by hard 
work and intensive cultivation. His 
hundreds of personal friends among the 
shoe trade throughout the country will 
be grieved to learn of his sudden and 
tragic death. 

Mr. Jenkins was married about four- 
teen years ago to Miss Bertha Taber of 
Brockton. His home was at Keith 
avenue in the Campbello district of 


Brockton. He leaves a widow, three 
brothers and two sisters. There are no 
children. Mr. Jenkins was affiliated 


with several organizations of Brockton, 
among these being Masonic bodies, Com- 
mercial club, Country club, and others. 


Joseph Brooks Campbell 


News was received in St. Louis last 
week of the death of Joseph Brooks 
Campbell, at Reno, Nev., November 27 
from a blow on the head, inflicted by a 
waiter who had been serving him. Mr. 
Campbell, who was twenty-seven years 
old, represented the George F. Ditt- 
mann Boot and Shoe Company in that 
territory and was well known in the 
shoe trade of St. Louis. He was married 
only last March to Miss Helen M. Ledger, 
who was in Salt Lake City, Utah at the 
time of Mr. Campbell’s fatal mishap. 


Charles H. Gillman 


The funeral of Charles H. Gillman 
whose death occurred November 27th, 
was held November 29th at 2 p.m. from 
the residence of deceased, 323 Seven- 
teenth Street. The body was sent to 
Illinois for burial. Mr. Gillman was 
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The Traveling Shoe Salesman a. #4 


born in Carlinville, Ill., September 3, 
1873, where he lived until his marriage 
to Miss Anna Brockmeier, when he 
moved to Jacksonville, Ill., where he 
was engaged in the retail shoe business for 
ten years, later moving to Houston, 
where he was engaged in the shoe busi- 
ness as traveling salesman up to the time 
of his death. 


**Billy’’ Noll in Rochester 


“Billy” Noll of ‘Cats Paw” rubber heel 
fame was “pussy footing’? around the 
Rochester, N. Y. market during the past 
week and when asked to explain his ap- 
pearance stated that he was reaping a big 
business on rubber heels due to the fact 
that more attention is being devoted to 
rubber heels by both merchants and man- 
ufacturers. The increased cost of shoes 
is forcing many people to have more 
repairing done and this tendency is de- 
cidedly interesting, due to the fact that 
the price of rubber heels has not been 
advanced. Merchants and repair shops 
are urging rubber heels instead of leather 
and thus thousands of people are added 
to the army of rubber heel wearers. 
He reports that the rubber heel business 
has increased to proportions that few 
people realize and is destined to grow 
more rapidly now that leather is so high. 


A Word From Brandman 


Charles Brandman of the New York 
office of E. T. Wright & Co., Rockland, 
Mass., covering New York, Pennsyl- 
vania and New Jersey has a word about 
present day merchandising that is es- 
pecially interesting, in view of his long 
career with the Wright Co. and his high 
standing as asalesman. He says: “About 
75 per cent of the shoe stores in my 
judgment are in.a healthy condition 
because they are getting more volume 
and a larger profit than formerly. I 
really believe their profits will now 
average over 30 per cent on selling price 
and it was in the neighborhood of 
twenty-five per.cent before the campaign 
of stimulating the retailer began. . . . I 
really believe in face of the high price of 
shoes . . they must reduce their over- 
head by an increase in volume of busi- 
ness. I do not think they have tried 
hard enough to get their volume up and 
this matter should be drilled into them 
at every opportunity. I think “The 
Recorder” can help considerably by 
suggesting ways and means to help them 
increase their volume by keeping as much 
business in their home towns and getting 
as much as possible out of smaller towns 
surrounding; also to find some way to 
sell shoes to consumers who purchase 
from mail order houses.” 
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The Man Who Travels---Learns 


Selling Shoes When It Wasn’t So Easy 
By Old Timer 


Traveling salesmen meet with some odd, unusual 
and trying experiences on the road. If you can get 
one of the old timers to talk, you will get a lot of enter- 
tainment and valuable information. It is regretable 
that many of them are either too modest or too busy 
to talk. Otherwise the fund of knowledge would be 
greater. We have gathered a few stories after a 
long search and present them here for your profit and 
amusement. All of them are vouched for as being 
genuinely true. 


Spreading Samples on the Deck 


A Cincinnati traveler was going up the Ohio river 
by boat. He met a merchant who was en route to 
Wheeling to meet another shoeman. He had made 
up his mind to buy quite a bill of shoes from the 
salesman who was to meet him at the dock. The 
Cincinnatian being alive to opportunity, asked the 
merchant if he would look at his line. Of course he 
would and the samples were displayed on the lower 
deck of the boat. As the old steamboat plowed along 
up stream the salesman showed his line and booked 
a nice order, very much to the disappointment of the 
man waiting on the dock at Wheeling. 


Selling Boots in a Caboose 


A St. Louis salesman was traveling in the caboose 
of a freight train from a small town in Northern Mis- 
souri to St. Joseph. At a small way station the train 
stopped and the crew picked up two carloads of hogs 
and cattle. The stock men came into the caboose and 
seated themselves back of the shoe man. One of 
them remarked that he hoped to pick up some good 
boots in Saint Jo, as he had not been able to find a real 
good cow boy, or cattleman’s boot, from any traveling 
salesman. The St. Louis salesman pricked up his 
ears and listened. It developed that one of the 
stock men was also a country merchant who usually 
accompanied his shipments of live stock to market. 
The sample trunks were in the forward part of the 
caboose. The salesman slipped out and returned with 
two samples of cowboy boots, of which he had a 
rather unusual line. He handed the samples over to 
the merchant with an apology for having overheard 
a conversation not intended for his ears. To shorten 
the story he sold quite a bill in that rattly old freight 
caboose as it lumbered along over the rails at twenty- 
five miles an hour. 

A salesman traveling in Oregon came to a small 
town where there was no sample room. He looked 
about and found that the only available place to show 
his line was in the warehouse of the local undertaker. 
There, on coffins, caskets and boxes of burial supplies 
he spread his samples and booked a very substantial 
order. 
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One salesman tells of opening his samples in a 
lodge room, it being the only vacant or spare space 
in the town. 

Merchants are usually sympathetic and helpful 
when a salesman seems to be up against it. One 
salesman found his customer leaving town on the same 
train he, the salesman had arrived on. The trunks 
were hustled aboard again and the order was taken in 
the baggage car between stations. 

Another salesman found his trunks gone astray and 
with but three hours between trains, sold his man 
out of his sample book and a small catalog. A long- 
standing personal friendship was responsible for this 
no doubt. 

Selling in the Hill Country 

In the mountains of West Virginia, a salesman of the 
“Electric Town’ class found himself laid out by a 
wreck. It was a very small town and had but one 
store. He had never made a. town like that and 
probably never would, but, rather than loaf seven 
hours while the wreck was being cleared away, ‘he 
opened his trunks and took out a few of his staples. 
At the little store he succeeded in selling a bill amount- 
ing to $150. He felt quite well pleased with himself 
and said smilingly that one of the small town men 
would be glad to follow up the next season. A few 
months later he received a letter from his house telling 
him to return to the little town and collect the money. 
A letter from the merchant was enclosed. It read 
something like this. 

“Gents: I got yourdun. I don’t owe you no money. 
I bought some shoes from a nice drummer. I will 
pay him when he comes here the next time. I pay all 
my bills. But I don’t pay no bills to nobody I ain’t 
never saw. I will pay the drummer when he comes.” 

The “Drummer” found it necessary to make the 
town again to get the $150. 

It was a heart breaking experience to him and he 
swore off killing time by selling small bills in towns 
he could not cover in his regular trips. o 

Sixteen years ago the valley of the Kaw River in 
Kansas was flooded and many towns inundated for 
weeks. A number of traveling men were in the small] 
town of . . and when the river began to rise the 
hotel man warned them that they were in for a long 
siege. They went to the railway station and got 
their trunks which they hauled to a farm house on a 
hill above the town. Then they made a deal with 
the farmer for accommodations which meant sleeping 
in his barn and eating on the back porch. The town 
was entirely under water in a few hours. The farmer 
had his hands full with the women and children of the 
town who were left homeless. The salesmen were 
glad for any kind of shelter. They cheerfully denied 
themselves that the helpless folk might be provided 
for. For ten days they slept with the horses and 
cattle and shared their food with the tramps on the 
back doorstep. 

One of the boys who was constitutionally opposed 
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Fashion’s Latest Decree 


Approved by the Most Conservative Trade 


Extraordinary artistic designs, 
with rich and sombre colors beau- 
tifully blending, produce novel 
effects on leather and fabric, which 
excel anything in bootdom. 
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It is now possible to decorate uppers 
and vamps with your own designs, 
thus securing the exclusiveness and 
distinctiveness so advantageous in 
selling. 


HE few shoe styles illustrated 
here reveal the wonderful pos- 
sibilities of this new process. 

A mere black-and-white effect, as 
shown here, cannot, however, do 
justice to the favorable impressions 
created by the colorings on the origi- 
nal models. 


It has already been 
proven that the public 
demands more elabo- 
rate shoes than ever be- 
fore. The scarcity of 
colored leathers makes our process 
all the more appreciated by the user. 


FE are showing a wealth of 
\ elaborate designs for Spring 
and Summer shoes. Designs 
appropriate for footwear of leather, 
canvas, satin or other fabrics. We 
have designs suitable for the cheaper 
as well as the more expensive shoes. 
Canvas shoes will be in vogue for 
the coming season. Why not show 
something beautiful that will be a 
big seller? Some are making these 
now. Why not you? 


Our factory is prepared to [make 
prompt delivery on all orders, large 
or small, as we have a most up-to- 
date equipment for decorating 
leathers and fabrics, including 
several machines built especially 
for our new process for 
shoe decorations. 
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THE UTLEY COMPANY 


SAMPLES MADE AT QUANTITY PRICES 
Originators of Decorations for Men’s, Women’s and Children’s SHOES 


95 Suffolk Street 
HOLYOKE, MASS. 


Samples always on display at our Boston Office, 207 Essex St., R. 307. H. F. Hill and A. W. Gage — Representatives 
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to idleness hired a buckboard, a light spring wagon, 
and drove across country making a lot of small towns 
that seldom saw a traveling man. He sold goods too. 

One salesman told the writer that he had over 
$25,000 worth of business washed away in that flood. 

A merchant in Kansas City, Kansas, found after 
the flood subsided that he had nothing left of a 
flourishing business excepting a cellar full of muddy 
water. His store, stock and everything had gone 
whirling down the river to the Gulf. 


The Sale He Didn’t Make 
Silver Tongued Oratory of No Avail in This Case 


Once upon a time there was an old German mer- 
chant, down in that part of Illinois known as ‘‘Egypt.”’ 
He had a reputation among salesmen of never buying 
from one of them. He went to market, which was 
St. Louis, and made his purchases. Many salesmen 
had tried vainly to sell the old chap but at length all 
of them gave it up as hopeless. 


One day at Mattoon, some shoemen were dis- 
cussing hard nuts and smooth salesmen. The old 
German came in for a share of discussion and some 
“cussin” while the road men were on the subject. 
One man advanced the opinion that no living salesmen 
could sell the old fellow a bill of shoes at his store, or 
any other place excepting in the sample room at 
headquarters. 

A new man in the territory said he knew of a man 
who traveled in the Northern part of the State, known 
as “Silver Tongued Mac’”’ the smoothest and most 
successful shoe man in the whole country. He thought 
Mac could crack this hard old nut. Heated argument 
followed and finally the new man offered to back his 
opinion by a very substantial money wager. 

Accordingly it was arranged that Mac was to try 
his hand on the next trip, one of his fellow salesman 
agreeing to swap trips with him for the occasion. The 
word ran round in selling circles that the best sales- 
man in Illinois was to try his hand at “Old Fritz.” 

One man bet dinners for twelve that Mac could 
land the order. Others who had been up against the 
Teuton offered ten to one that he could not even get a 
rise out of the old man. A Chicago man made the 
statement that Mac could sell second hand coffins on 
Broadway, New York. 

Excitement and interest was intense. Finally 
“the day” approached. Mac rolled off the train, 
apparelled in his best, with his most charming smile 
chasing itself over his classic features. He approached 
the store and bowed himself inside with a sweeping 
Chesterfieldian manner. 

Old Fritz sat by a big stove, smoking one of those 
big China pipes. He did not look up as Mac entered. 
He smoked on and seemed utterly oblivious of the 
presence of a hypnotic influence. 


Mac spoke a little German. He saluted the old 
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man with “Goot Morgen, mein herr,” and then in 
English introduced himself and offered his hand. 
The hand was ignored and the pipe puffed on. Mac 
went on smoothly to tell of the wonders of his line and 
the magnitude of his house. ‘“‘Why,’’ he said, “We 
sell shoes to all the German trade in the state. We 
ship shoes to the old country. Our president has a 
German wife.” 

Puff, puff, went the pipe but from Fritz no answer, 
no sign of having heard. 

The salesman, a little embarrassed, went on to plead 
his case saying that he had a widowed mother and 
seven sisters to support and that getting an order 
from this town mecnt the crowning glory ofalong and 
hard struggle for bread. He told of his poor, old 
mother waiting at home for her son to return with 
this order. He described the prayerful waiting and 
tearful watching.- He quoted from the Irish poets 
and German scholars. ; 

Fritz smoked on, seeming to grow more listless and 
unhearing each moment. At length the pipe went 
out. Mac was about ready to go out also, having run 
out of words and breath. He leaned against the 
counter and gasped. 

Old Fritz arose slowly, knocked the ashes out of his 
pipe against the stove. He yawned and stretched 
and spoke thusly: 

“So! You are a shoe trummer, iss it? Vell, I go 
out and feed der pigs I guess, not, so?” 

Needless to say the next day many bets were paid 
and the Silver Tongued fell off in the estimation of his 
admirers who had never been to the little town of 

. in Southern Illinois. 


Courtesy at the Front Door 


The Official ‘*Greeter’? Makes 
Real Asset 


Many large institutions have learned to their cost 
that courtesy at the front door is a most important 
feature. They have hired men who are peculiarly 
fitted to greet people as they enter. 

Wholesale houses have specialized in this to a large 
degree. A house situated in the West had it brought 
to their attention in a very graphic and highly amusing 
manner. 

One of the salesman representing this concern had a 
large trade among German merchants in Illinois. 
Some of these merchants went to market. Others 
preferred to buy goods at home. One, known as Gus 
had never been to the city and the salesman had 
many times urged him to go in and see his house and 
get acquainted with his people. 

Finally, Gus agreed to visit the house and later on 
did so. The salesman happened to be in another part 
of his territory at the time and did not get into market 
to meet the customer personally. On his next trip 
to Gus’ town he asked: “Did you go into my house and 
see my people?” 


*““Welcome”’ a 
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THE WORDS 


GOODYEAR 
WELT | 


have a definite meaning in the minds of a constantly 
increasing number of shoe wearers. They mean a shoe 


that is perfectly smooth inside. They stand for 








COMFORT, STYLE AND DURABILITY 








Discriminating shoe wearers understand the interesting 
details of the manufacture of these shoes. There is in- 
disputable evidence that people want and are willing to 


pay for this high-grade type of footwear. 


Have you told your customers you had them? Many 


dealers have found it paid to do so. 








UNITED SHOE MACHINERY COMPANY 
BOSTON - -_ MASS. 
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“Oh! Yess, I dit, budt I buys me no more goots 
from you.” 

“Why! What on earth is wrong, Gus? What is 
the matter?” 

“Vell, many times you say I shall go in and see your 
beeples. You say, I shall be fine treated. You say 
dot I am a brince ven I go by your house.” 

“Well, didn’t they treat you well?” 

“Dey dit not treat me any vay. Dey was all too 
bizzy to talk. Ven I goin dey vas‘all sitting by desks 
and vorkin’ and nopody effen said ‘wei geights.’ 
I shtand and vait and nopody say something. All off 
dem fellers choost look up ant down again. And 
effery one choost play on de little machines. (Type- 
writers supposedly). Undt den I see a feller look at 
me from a little chail. (Cashier’s cage no doubt). 
To him I go undt say ‘Howdy.’ He say ‘Didt you 
come to pay your bill?’ undt I say I dondt haff some 
bills to pay I all de time pay cash. Undt den he say 
vat do I vant annyhow.” 

“But did you ask for the old man? Did you tell 
them I sent youin? What did you do, Gus?” 

‘**Me, I vent oudt and to another store I go. Undt 
dere vas mein oldt vriendt Loouie Opal who sells 
schoes to me tvwenty years ago. Undt Loouie 
chump up and say: ‘Hello! Bei Gott! It iss mein 
oldt vriend Gus vrom mein oldt town. Bei Gott!’ 
undt den Loouie he shakes mein handt, schmacks me 
on mein back undt says: ‘Come, ve go over by 
Chris’ blace undt have ein glass beer!’”’ 

“But, why will you not buy from me, Gus. Have 
I not always been a friend to you? Have I ever mis- 
treated you? Because my house was too busy to 
wait on you will you turn me down and buy from 
another house?” 

The old fellow smiled and said: “Always you 
haff been goot vriendts. But, neffer do I buy goots 
vrom ein house dot iss too bizzy to say ‘goot morgen’ 
or shake mein handt. I buy now all de time vrom 
mein vriendt Loouie who iss nod so bizzy.” 

He kept his word too. The salesman went straight 
to headquarters and complained to the president of the 
company with the result that a door man was em- 
ployed. This door man speaks German and a lot of 
other languages and no man can enter his door without 
getting a hearty welcome and a handshake. In- 
cidentally he knows the way over to “Chris Blace.”’ 


The ‘‘Recorder’’ wants more of these interest- 
ing stories from traveling salesmen. Send ’em in. 


Toronto Buys Fancy Footwear 
Keeps in Close Touch with New York Styles 


Feminine Toronto has succumbed to the fad for 
fancy footwear—never mind the price. A story came 
to us a short time ago of a young girl who bought a 
pair of white kid shoes at eight dollars. The sales- 
man, knowing she belonged to that class of persistent 
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toilers who do not receive fat pay envelopes, by dip- 
lomatic quizzing, learned that her weekly wage was 
just exactly what she paid for her shoes—but she sim- 
ply had to have them. 

The price of all kinds of footwear is steadily march- 
ing upward till it looks as if the sky would be the 
limit. Whether it is absolutely essential that such 
radical advances should take place is a question; 
but the patent fact is that if we want good looking 
shoes, we must pay for them this season and we will 
have to pay from one to two dollars a pair more in the 
Spring. 

When asked how he accounted for. the fact that 
women were buying, not only higher priced, but better 
footwear than ever, a leading shoeman, said he at- 
tributed it to the good work done by the general press 
in explaining the reason why everything must cost 
more for some time to come. 

The fashionable woman is discarding the two-tone 
shoe for monotones in African brown, dark tobacco 
and oyster shades. All white and black with white 
tops are expected to be good again for Spring. Laced 
are selling. better than button styles, although the 
exclusive trade seems to point to a revival of the latter 
before long. The Louis XV heel is still the favorite. 

Plain opera pumps with no trimming whatever and 
Colonial pumps with long vamps and large buckles 
are taking the lead for evening wear. Gold and silver 
and aluminum are also very good. 

Colored spats that match the gloves are being 
asked for. 


New Manager for Rindge, Kalm- 
bach, Logie Co. 


Howard F. Johnson, recently sales manager for 
Whitman & Keith Co., Brockton, has been secured 
as general manager for the entire business of Rindge, 
Kalmbach, Logie Co., of Grand Rapids. Mich. Mr. 
Johnson assumed his new duties on November — 
27th. 

Mr. Johnson has been identified with the shoe 
business all of his life, his first experience being in his 
home town, Nashua, N. H., with W. D. Brackett & 
Co. for four years. For the next fourteen years he 
was with the Geo. E. Keith Co., of Brockton and while 
there was active in the executive end of the business, 
including the’ position of traffic manager. The last 
four years with this firm was spent at North Adams, 
Mass., where he was superintendent of the Geo. E. 
Keith Co. plant. For two years, Mr. Johnson has been 
associated with Whitman & Keith Co., of Brockton, 
as sales manager. 

He will take with him to Grand Rapids the best 
wishes of many friends in the trade who feel sure 
that his knowledge of the shoe business and his prac- 
tical experience will prove greatly to his advantage in 
th. new field. 
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No More Twisting and Pushing a Half Inch of Fuzzy String Through Small 
Eyelets When Your Customers Wear “HUBTIPS’’ 








“Hubtips” Always Look New. “Hubtips’’ Are Fast Color. 
‘“‘Hubtips’’ Bring Duplicate Orders. 


Made of Extra Quality, Fast Color Braid. Without a Particle of Meta! in their Tips. Outwear several pair of the 
common ordinary kind. Tips Are Guaranteed. Never Pull Off. Never Fray Out. Never Wear Brassy. 

Every Pair Packed in Attractive Single Pair Cartons. 72 Cartons with a Handsome Self-selling Counter Display 
Easel in an Attractively Colored Cabinet. 


WHY NOT ORDER A TRIAL CABINET NOW? Either Black or Russet. 


36 pair = in. 36 pair = in. 
Women" 's or Men‘ 3 27i in. per gro. Strings $1.80 o ey 24 per Cabinet $2.40 
30 * 1.90 A Assortment 18 a per Cabinet $2.45 12 ° 

36“ “ “ 2.25 18 

e* 2 “ oss 18 pair 36 in. F Assortment bo S. i. ™ 2.35 

D Assortment 18 40 “ 2.48 

45“ a : 2.50 18“ 45“ |. Pee  .™ - _ 2.35 

54 * * “ 2.75 18 “ 54“ sw 

63 “* . - 3.25 E Assortment 36 “ 36 “ , “ 2.40 I Assortment Pe pa. Be 7 “ 2.35 

-- 3.50 ee oe 54° 





F rank W. Whitcher Co.™axuracrorek Boston, Mass., U.S.A. 
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: 600 rooms single or en suite Es ee tee 

: Single Rooms $1.50 per day and up : = American shoe manufacturers desiring foreign trade will receive valuable 
With Bath $2.00 per day and up ey ae = 
Try our new popular-priced restaurant. 10 cents a copy $3.00 a year 5 
An come: mare in one of Broadway’s Advertising, Subscriptions and Samples, Address 
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The Business Record System 


FIFTH INSTALMENT 


In co-operating with the Associated Advertising Clubs of the World in the preparation and presentation of The 
Business Record System for Retail Shoe Merchants, the “Boot and Shoe Recorder’’ simply emphasized the value and 
the practicability of its service to its merchant readers. The “‘Recorder’s”’ policy is summed up in two words “Practical 
Service’’ and a study of each issue page by page leaves the conviction of accomplishment. 

We believe the Business Record System is one of the greatest steps ever taken towards shoe store efficiency. In the 
simplest way it tells the merchant daily what he should know about his business, and the use of this ver RPRUE Tees not 
asually available, makes for more profit and more intelligent buying and selling. 

At Indianapolis, Indiana, the Associated Advertising Clubs of the World maintains its Retail Serves ae Business 
Systems Department. Its hearty co-operation is at the disposal of ‘‘Recorder’’ readers. Inquiries relating to the neces- 
sary forms, complete instructions, cost, etc., addressed either to that department or to the ‘Boot and Shoe Recorder’’ 


will receive full and prompt attention. 


Equipment Upkeep and Depreciation 


All payments made for repairs to store furniture and fixtures 
and other general store equipment should be entered in column 
No. 10, “Equipment Upkeep and Depreciation,” and on the 
opposite side they would be entered in column No. 31, “All 
Cash Paid Out.” 

Depreciation of store furniture and fixtures should be charged 
to this account and should also be entered in column No. 38, 
“Depreciation and Sales of Fixtures and Equipment.” This 
depreciation should be estimated yearly, based on the life of 
your fixtures. For example, if your fixtures cost $840.00 and 
you estimate that they should last you ten years, the annual 
charge for depreciation would be $84.00. This amount could be 
distributed over the twelve months at the rate of $7.00 a month. 
This charge of $7.00 would be considered an expense of your 
business just the same as salaries, rents, etc. You would enter 
the amount in column No. 10, “Equipment Upkeep and Depre- 
ciation,”’ and also in column No. 38, “Depreciation end Sales of 
Fixtures and Equipment.” This is what is commonly called 
“writing down’’ an asset. Of course, at the end of the ten years, 
your fixtures will still have some value, although you will have 
written off the entire cost to operating expenses. If you sell 
your fixtures then, you can consider the money you receive as a 
profit. 

When you buy fixtures you enter the amount you pay in 
column No. 2, “‘Fixtures and Equipment Purchased,” and on the 
opposite side, either in column No. 31, ‘All Cash Paid Out,” 
or in column No. 34, “Jobbers, Manufacturers, and Others 
Owed.”’ When you sell store furniture or fixtures and receive 
cash you enter the amount in column No. 28, “All Cash Re- 
ceived,” and also in column No. 38, “Depreciation and Sales of 
Fixtures and Equipment.’’ Then, if at any time you wish to 
know the value of your store fixtures, you subtract the amount 
in column No. 38 from the amount in column No. 2 


DEPRECIATION OF MERCHANDISE 


While we are on the subject of depreciation it might be well to 
consider briefly the relation of depreciation to stock turnover. 
You can readily understand that a large number of stock turns 
means that your stock is constantly changing,—that you are 
continually buying new stock to replace the old. This means 
that you are not troubled with old out-of-date shoes on your 
hands. Depreciation is a charge that should be made against 
the profits of your business, to take care of possible losses due to 
age as well as to wear and tear from usage. Depreciation on 
fixtures and equipment is due to wear and tear while deprecia- 
tion on merchandise is due to non-usage and to changing styles. 
Also goods often depreciate rapidly in value because the stock, 
not well taken care of, gets dusty, shabby, and unsaleable. 

It is not a common custom to consider depreciation on mer- 


chandise and in some businesses it is a very important item, 
for example, in the grocery business where the number of stock 
turns is relatively high, and the jewelry business where the 
styles change seldom and the merchandise does not depreciate 
to any noticeable degree. 

But in the shoe business, because of the element of risk due 
to changing styles and sizes and other influences, the matter of 
depreciation becomes important. It is also true that leather and 
rubber deteriorate or rot with age, and shoes.or rubbers kept in 
stock for a number of years will not wear so well as new shoes or 
rubbers. 

Therefore the number of turnovers of your stock is very closely 
related to depreciation, and the merchant whose stock does not 
age on his hands need not worry about a charge for depreciation. 

If you believe that some of your stock is for various reasons 
not worth what you valued it at when you bought it, you should 
mark it down and charge off the difference between what you 
valued it at when you bought it and its present value as an 
expense of running your business. 

We shall be glad to explain the handling of depreciation in 
your accounts if you will write us asking for help. 


MANAGEMENT EXPENSE 


The payments made for salaries to office clerks, bookkeepers, 
and stenographers, as well as the cost of office supplies such as 
stationery, account books, typewriter supplies, etc., are expenses 
of running the business as a whole—expenses that are not 
properly chargeable to buying, selling, or delivery. 

Management and office salaries paid are to be entered in 
column No. 13, “Salaries,” under “Management,” and the cost 
of office supplies should be entered in column No. 14, “Office 
Supplies and Expense.” 


MISCELLANEOUS EXPENSE 


There may be outlays of money for various purposes which can- 
not very well be charged to any of the accounts we have so far 
discussed. We have, therefore, provided this column for all 
such expenses as telephone, telegraph, window cleaning, care of 
store, water, etc. These payments can be entered in column 
No. 20, ‘Miscellaneous Expense.” 


SLOW ACCOUNTS 


When a bank or a credit rating agency asks for a statement 
of the financial condition of a business, the amount shown in the 
statement as being due from customers is analyzed. The amount 
of the accounts that are certain to be collected is considered a 
first class asset, while the poor accounts are discounted, that is 
a certain percentage of the amount is deducted depending upon 
the experience of the rating agency in similar businesses. The 
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Neolin—Swells 
December Sales 


NeGlin soles are waterproof; they do not 
slip; they last longer than leather. 
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Think of what that means to your 
December sales! : 


The dealer with Nedlin-soled shoes can 
outsell the dealer without Nedlin even 
more easily than in pleasant seasons. In 
December the appealing seasonableness 
of Nedlin is added to the always present 
Nedlin advantage of helping to make 
quick sales and satisfied customers. 


Nedlin needs no breaking in; so it takes 
a delighted purchaser out of the store. 


Nedlin wears better than leather; so 
it brings a satisfied customer back to 
your store. 


Any one of four hundred American 
manufacturers can supply you with 
NeGlin-soled shoes appealing to all 
classes of your trade. 


They have adopted Neédlin for the finest 
and most fashionable footgear for men 
and women because even here it confers 
distinction and sales advantage. 


Neolin 


Better than Leather 
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They are rapidly standardizing on 
Nedlin for children’s shoes, for Nedlin- 
shod boys and girls are assured of dry- 
footed comfort, of sure-stepping ease, of 
a maximum of sole service. 


NeGlin is even supplanting other water- 
proof material on golf, tennis, baseball 
and yachting shoes, because of its 
superior comfort and wear. 


It confers on shoes of moderate price all 
the distinction, comfort and quality once 
associated only with the costliest foot- 
wear. 


It is displacing leather with the consumer 
because it is better than leather. 


It is displacing leather with the manu- 
facturer because it offers a splendid relief 
from the embarrassment of producing 
inferior footwear in these days when 
good leather is scarce. 


It offers advantages to the retailer which 
even the best of leather cannot offer. 


Nedlin has won the retailer because it 
helps to make sales quickly and brings 
back satisfied customers. 


Are you carrying it in every line of shoes 
and in your repair department? 


The Goodyear Tire & Rubber Company 
Akron, Ohio 





edlin 


Better than Leather 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top and a Handsome Shoe 


STRONG AND DURABLE 


i> MUST BE SEEN TOBE APPRECIATED“ > 


he) 9 ol El: By [oo] —@ 
MADE OF CABRETTA SKINS 
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MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST. LOVIS: LEATHER EXCHANGE BLOG BOSTON: 14S SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO THE G LEVOR COMPANY 
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very poor accounts on which it is thought nothing can be col- 
lected are not considered as an asset at all, and are not so in- 
cluded. 


Therefore, if you have any customers’ accounts on your books 
which have been long outstanding, and there is no more hope 
of collecting them, it would be well to “write them off,” that is, 
charge them on your profit sheet as a loss of your business. This 
does not mean that you should stop trying to collect these old 
accounts, but it does mean that if you keep these accounts on 
your books you deceive yourself as to the actual condition of 
your business when you draw off your profit and loss statement 
and balance sheet. ; 


SUNDRY ACCOUNTS 


We have provided two columns to take care of items that 
cannot be entered in any of the cther columns of the Business 
Record. 

You may have some incidental profits that come from such 
sources as the sale of waste paper, interest payments on your bank 
balances, tolls from telephone pay station in your store, etc. 

The incidental losses may result from thefts of merchandise, 
etc. 

These items vary with different stores and each case may have 
to be treated differently. If you have any difficulties you should 
feel free to write our Service Bureau about anything you wish 
cleared up. 
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CAPITAL 


When you start in business you will put into it a certain 
amount of capital. This money will be used to buy fixtures and 
equipment and a stock of your goods and leave enough cash on 
hand to pay the running expenses of .your business until you 
have become established. 

For example, let us take an ordinary case: If you invest 
$5,000.00 in your business, you put in the cash and therefore 
enter it in column No. 28, “‘All Cash Received,” and also in 
column No. 40, “‘Capital Invested.”” Then when you pay out 
cash you will credit it and enter it in column No. 31, “All Cash 
Paid Out,” at the same time debiting or charging what you 
receive for the cash, as merchandise, or fixtures. By making 
entries on both sides of the wide column for every transaction 
your books are always in balance and you have a check on your 
work. 

Now, if at any time you wish to invest additional money, you 
proceed as you did when you opened your business. If you 
wish, for any reason, to withdraw capital, you would enter the 
amount withdrawn in column No. 1, “Capital Withdrawn,” 
and also in column No. 31, ‘‘All Cash Paid Out.’’ You must 
not confuse capital withdrawn with the salary you pay yourself. 
Your salary is an expense of running the business while capital 
withdrawn reduces your investment. 

At the end of each month, if you are drawing off a profit and 
loss statement monthly (which we earnestly recommend that 





MONTHLY TRAIL BALANCE, STATEMENT OF EARNINGS AND EXPENSES, AND BALANCE SHEET 


TRAIL BALANCE CURRENT MONTH TOTAL TO DATE BALANCE SHEET 


CREDIT ACCOUNTS expenses | canines || expenses || EARNINGS 
ANDO AND NO ANO aseers LASLITIES 
costs SALES costs SALES 


AND SALES OF FIXTURES AND EQUIPMENT 


INSURANCE ON STOCK AND EQUIPMENT 
On AND 
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THE SIGNIFICANCE TO YOU OF THE MEMBERSHIP OF THE 


Boot and Shoe Recorder 


IN THE ASSOCIATED BUSINESS PAPERS, INC. 





OU depend upon the Boot and Shoe Recorder for an unbiased and accurate 
report of all news affecting your business interests. 


Probably, too, you give heed to its editorial counsel in many matters of consider- 
able consequence. You have a right, therefore, to know about the policies and 
principles back of the important service rendered by the Boot and Shoe Recorder. 


The membership of this publication in the Associated Business Papers, Inc. (the 
International Association of Class, Trade and Technical Papers), means that it 
has achieved an exceptionally high publishing standard, and has subscribed un- 
reservedly to these— 








STANDARDS OF PRACTICE OF BUSINESS PAPERS 








The publisher of a business paper 
should dedicate his best efforts to 
the cause of Business and Social 
Service, and to this end should 
pledge himself 


To consider, first, the inter- 
ests of the subscriber. 
a 


To subscribe to and work 
for truth and honesty in all 
* departments. 


possible, his personal opin- 

* ions from his news columns, 
but to be a leader of thought in 
his editorial columns, and to 
make his criticisms constructive. 


3 To eliminate, in so far as 


To refuse to publish “‘puffs,”’ 

free reading notices or paid 

* “write-ups”; to keep his 

reading columns independent of 

advertising considerations, and 

to measure all news by this 
standard: “Is it real news?” 





To decline any advertise- 

ment which has a tendency 

* to mislead or which does not 
conform to business integrity. 


To solicit subscriptions and 
advertising solely upon the 
* merits of the publication. 


To supply advertisers with 

full information regarding 

* character and extent of cir- 
culation, including detailed circu- 
lation statements, subject to 
proper and authentic verification. 


To co-operate with all or- 

8 ganizations and individuals 

* engaged in creative adver- 
tising work. 


9 To avoid unfair competition. 
x | 


To determine what is the 

] highest and largest func- 

*tion of the field which he 

serves, and then to strive in every 

legitimate way to promote that 
function. 








If you have read the foregoing standards, there is not much left to be said, except to tell you 
that these principles are present day realities, and not merely beautiful ideals for future 


attainment. 


THE ASSOCIATED BUSINESS PAPERS, inc 


The International Association of Trade, Technical and Class Publications 
220 WEST 42nd STREET NEW YORK CITY 
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you do) the profit made for that month will be added to your 
capital investment and the net amount will be entered in column 
No. 40, at the beginning of the following month. Thus, if you 
start with $5,000.00 and make a net profit of $175.00 the first 
month, at the beginning of the second month your capital invest- 
ment will be entered in column No. 40 as $5,175.00. In case 
your business shows a loss, the amount of the loss will be de- 
ducted from your original capital. 

These remarks about profits and losses do not apply to in- 
corporated companies. In the latter case the profits are not 
added to the original capital, but are usually divided among the 
stockholders in the form of dividends or kept in the business and 
shown as surplus. 

If you borrow capital you will probably have to give security in 
the form of a note for it. For example, if you borrow $500.00 
on a note, you would enter the amount in column No. 39, “‘Notes 
Payable Issued,”’ and when you paid off the note you would 
enter it in column No. 3, ‘‘Notes Payable Paid Off.’ 

Interest paid on such notes would be entered in column No. 4, 
“Interest on Notes Payable.” 

Payments of interest are shown on the Business Record 
because they are cash transactions. In the strict sense of the 
word such interest payments are not considered operating 
expenses and should therefore not be taken into account in find- 
ing the profit from your merchandise operations. Interest pay- 
ments, however, should be deducted before the final profit is 
determined. : 

Interest on capital borrowed includes not only interest on 
notes, but also on money borrowed from banks or others and 
charged on open accounts of wholesalers and manufacturers. 

So that the merchant who furnishes his own capital may be 
placed on an equal footing with the merchant who borrows part 
of his capital and deducts the interest payments before showing 
his net profit, it would be well to figure interest on capital owned 
as well as on capital borrowed. Money invested in a business is 
properly entitled to draw interest just the same as it would if it 
were loaned to some one. You would have to pay interest on 
capital borrowed, but such borrowed capital is used for the 
same purpose as the capital you, yourself, invest and both are 
entitled to interest. Therefore, after finding the operating profit 
of your business, that is, the profit on trading operations only, 
you can deduct the interest on your net capital invested in the 
business, which is the total amount standing to your credit as 
proprietor. The resulting figure will be your net operating 
profit. 

Figuring interest on capital owned will have no effect on your 
net capital since the interest so earned will immediately be put 
back into your business, and the effect will be just the same as if 
you had allowed no interest on your capital. It is simply taking 
money out of one pocket and putting it into another. But the 
purpose of doing this is to enable comparison of your business 
with others. 

These remarks about interest on capital are only suggestive 
since our Business Record System will show your actual financial 
condition at all times. You may follow the suggestions or not 
as you please. 


MONTHLY SUMMARY 


At the end of each month you should find out the results of 
your month’s business and compare the figures with the figures 
of other months. You will also wish to check up your inventory; 
to know what your net profit or loss for the month is; how much 
cash you have on hand; what customers owe you, and how each 
of these items compares with the same items last month and 
last year. There will be progress only to the extent that you 
keep a constant watch on your business. 

First, you take your trial balance. You do this by adding up 
the columns of your Business Record and entering the totals on 
Form 3 in the two columns headed “Trial Balance.” The totals 
of the columns to the left of the wide column on the Business 
Record are entered in the left-hand or debit column of the trial 





balance and the totals of the columns to the right of the wide 
column are entered in the right-hand or credit column. To help 
you in entering these figures in the correct columns we have 
printed ‘‘x’s” in those columns in which no entries are to be 
made. 

You now add these two columns to see whether your books are 
in balance. If the two totals do not agree, some error has been 
made. If a mistake has been made it is probably due to one of 
the following causes: 

1. A mistake in adding the columns. 

2. A mistake made in transferring the amounts from the 
Business Record to Form 3. 

3. A mistake in one or more of the entries on the Business 
Record. 

You can easily trace these mistakes. In the third case you 
will have to check your individual entries on the Business Record. 
Remember that in every case the amount entered to the left of 
the wide column must equal the amount entered to the right of 
that column. The trial balance does not prove that the amounts 
have been entered in the correct columns; it only shows one 
thing, namely, that the amounts have been entered correctly on 
the Business Record only so far as the debit and credit sides are 
concerned. 


BALANCE SHEET 


After your trial balance has been found correct you are ready 
to make up a statement of earnings and expenses, or a profit and 
loss statement, as it is often called. Those items which are 
expenses or costs of the business are entered in the first column 
and those which are earning or sales are entered in the second 
column. Remember that no entries are to be made up in columns 
which have “‘x’s.”’ 

The simplest way to make up a profit and loss statement is 
to add up all your sales for the month, together with the earnings 
from the repair department and cash discounts, as well as other 
miscellaneous earnings of your business; and from this total 
subtract the total amount of your expenses for the month. You 
will note that the “Earnings and Sales’”’ column has only four 
lines on which entries can be made, namely: 

Repair Department Earnings 
Cash Discount on Purchases 
Sales 

Sundries 

All miscellaneous earnings other than from sales, repair depart- 
ment, and discounts are entered in the ‘Sundries’ column. 

In the “Expenses and Costs” column provision is made for 
the following expenses and cost items: 


Interest on Notes Payable 

Rent 

Heat, Light and Power 

Insurance on Stock and Equipment 

Tazes on Stock and Equipment 

Equipment Upkeep and Depreciation 

Salaries and Wages of Buying Force 

Other Buying Expense 

Management and Office Salaries 

Office Supplies and Expense 

Salaries and Wages of Sales Force 

Bonuses 

Advertising 

Miscellaneous Selling Expense 

Delivery Expense 

Miscellaneous Expense 

Allowances 

Freight, Express, and Drayage 

Repair Department Costs 

Cost of Goods Sold 

The entries for these items are transferred from the “Debit” 

column of the Trial Balance. In the case of Insurance on Stock 
and Equipment, or any other account for which an expense has 
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The New Style Arctic Buckle «“SURE-LOCK”’ operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 


he Fische y You don’t have to fit 


the Fischer Bunion 








Bunion P r otector Protector. They ad- 
Don’t tie up dollars in shoes made on just themselves. 
Bunion lasts. Ask your jobber to 
Instead put in the Fischer Bunion Pro- show you what they 
tector. on. ; . 


Your investment will be considerably 
smaller and your sales considerably 
larger, besides it nets you a nice profit. 





With the Fischer Bunion Protector any- THE FISCHER MFG. COMPANY 
body can wear the modern, modish shoe Sole Owners, Manufacturers, and Patentees 
with satisfaction and comfort. MILWAUKEE, WIS. 











In the heart of the Shoe and Leather trades 
a eee | Warwick Hotel 


In bulk for the factory trade. 7 i so Loui 1S 
Single paired for the fine job- LAL Re ~S 

bing trade. / ; 
Finished with Nufashond 
Fabric Tips (patent applied 
for). Part of the braid itself. 
Rustless, water-proof, won’t 
pull off. 

Samples and particulars 
upon request. 


> 
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EEE ROP AN 


FIFTEENTH AND LOCUST STS. 


Sa eee 


Narrow Fabric Co. 
Reading, Pa. 
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been incurred which should be distributed over a number of 
months or years, only that part which is applicable to the cur- 
rent period should be included as an expense. The remainder 
will be carried as an asset, as explained previously in the para- 
graph on Insurance on Stock and Equipment. If you will refer 
to Form 3, you will see that Insurance on Stock and Equipment 
has been charged with 75c. as an expense, and $26.25 as an asset. 
The latter amount will be charged off as an expense at the rate 
of 75c. a month. In the same way Taxes on Stock and Equipment 
and other expenses which apply to later months should properly 
be separated and apportioned to the months to which they 
apply. : 

In the case of Repair Department Costs, only the actual costs 
for the month should be entered. This matter was fully explained 
in the paragraph on Repair Department. By referring to that 
paragraph you will see that your inventory of repair supplies 
on hand at the end of the month should be deducted from the 
total of column No. 23 of the Business Record, the difference 
being the net cost of the Repair Department for the month. This 
is the figure that should be entered as the expense of running the 
repair department for the month. 

In the “Sundries” columns under “Expenses and Costs’’ and 
“Earnings and Sales’’ will be entered such expenses or éarnings 
which you have entered in the Sundries columns on the Business 
Record for the month. For example, if you have charged your 
salary to the business, but have not taken it out in cash, on the 
Business Record the amount was entered in column No. 30, 
“‘Sundries.”’ In the statement of earnings and expenses this would 
appear opposite ‘“‘Sundries’’ under ‘Earnings and Sales.”’ 

Now, when you add up the columns “Expenses and Costs,” 
and “Earnings and Sales,” and enter the amounts opposite 
“‘Sub-totals” you will find that the columns do not agree. The 
difference between them represents your profit or loss for the 
month. If the “Earnings and Sales’”’ column is the larger you 
have made a profit; if it is smaller than the total of the column 
“*Expenses and Costs,”’ you have suffered a loss. The amount of 
the profit should be entered in the left-hand column and the 
amount of the loss entered in the right-hand column. 

At the end of the second and following months you will want 
to know what your total earnings, expenses, and profits are to 
date. For this purpose we have provided columns. Under “Total 
to Date’’ you will enter the total of the expenses, earnings, and 
profits for the period up to date. For example, at the end of 
the second month these columns will show the figures for two 
months, at the end of the third month figures for three months 
will be shown, and so on. To find these figures you add the ex- 
penses and earnings of the present month to the “‘Total to Date” 
figures as shown on the previous month’s summary sheet. 

The Balance Sheet, which is a statement of your assets, lia- 
bilities, and capital, takes up the last two columns of Form 3. 
Assets represent your property or resources that can be converted 
into cash and used for the payment of your bills. Laiabilities 
are your obligations or debts. Your capital represents the differ- 
ence between your assets and liabilities, or the difference between 
what you own and what you owe. 

By referring to Form 3, you will see that assets include your 
fixtures and equipment, prepaid insurance, repair department 
supplies on hand, merchandise (shoes) in stock, the amount cus- 
tomers owe you, and the amount of cash you have on hand. The 
liabilities include notes payable outstanding and the amount 
owed jobbers and manufacturers. 

The net value of fixtures and equipment is the difference be- 
tween the totals of Fixtures and Equipment Purchased and De- 
preciation and Sales of Fixtures and Equipment. 

The repair department inventory represents the value of re- 
pair department supplies on hand at the end of the month. 

The merchandise inventory is the value of your stock at the 
end of the month, and is found by subtracting the amount shown 
inthe column ‘Deductions from Inventory” from the amount 
shown as “Inventory and Purchases of Merchandise.” 

The net amount owed by customers is the difference between 
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“‘Customers Credited” and ‘“‘Customers Charged’”’ as-shown on 
the Trial Balance. 

The net amount of cash on hand is the difference between 
“All Cash Received”’ and ‘‘All Cash Paid Out.” 

The amount of notes payable outstanding is the difference 
between ‘‘Notes Payable Issued”’ and ‘‘Notes Payable Paid Off.” 

The net amount owed Jobbers and Manufacturers is the dif- 
ference between “Jobbers, Manufacturers and Others Owed” 
and “‘Jobbers, Manufacturers, and Others Paid Off,’’ as shown 
on the Trial Balance. 

You may have other assets and liabilities than those men- 
tioned. If so, they would appear in the ‘‘Sundries” columns of 
the Business Record and also opposite ‘‘Sundries’’ on the month- 
ly summary. For instance, if you own your store building and 
the land on which it stands, the value of the building and real 
estate should be considered as part of your capital investment 
and as such would appear as an asset in your balance sheet. 

Your net profit or net loss for the month will also appear as 
an item on the balance sheet. If you have made a net profit 
the amount is shown in the right-hand or liabilities column of 
the balance sheet, and if you have suffered a loss the amount 
is shown in the left-hand or assets column. A profit is entered in 
the liabilities column, not because it is a liability, but because it 
is an addition to your capital. In the same way, a loss is not an 
asset, but a deduction from capital. 

Don’t think that when you make your daily entries on the 
Business Record and Sales Analysis Sheet you have done all 
you should do in keeping your accounts. By all means the 
monthly summary is the most important because it shows you in 
concrete form not only your net profit and loss for the month, 
but also the totals of each item of expense, your total sales, your 
net inventory at the end of the month, the amount your customers 
owe you, the amount of your cash on hand and in the bank, etc. 
Besides you have a check on your own work and know that 
your books are correctly and accurately kept. If you have your 
business facts before you in total you will be better able to direct 
your affairs and to decide upon policies for the future. 


CHECKING CASH AND BANK BALANCE 


On the last of the month you should check your bank state- 
ment with your check book and cash drawer. Of course, you can 
tell at the end of each day the condition of your cash, but until 
your bank book is balanced you will not know exactly whether 
your record checks with the statement of the bank. 

You check your bank book with your cash and check book in 
the following manner: 

First, sort your returned checks by number and check them on 
your check book stubs. Then list the checks issued which have 
not yet been returned, showing the check number and the amount 
making a total of these outstanding checks. next, prove your 
cash balance, as follows: 

Balance as shown by Business 





MONG Soc) cawcakereuat bass $597.60 
Bank balance as shown by bank 
ORR RPI te atte 8 pet me eater $690.85 
Subtract outstanding checks: 
PR as. oso Tica orwisa nee a euen $10.50 
PN. Silesian ae wee Ww aldee 74.80 
WON So bibtsacd aed ereeas 30.00 
115.35 
$575.50 
Add cash in cash drawer........ 22.10 
$597.60 


If this amount does not agree with the difference between 
column No. 28, “All Cash Received,”’ and column No. 31, “‘All 
Cash Paid Out,’’ some error has evidently been made, or some 
money has been received or paid out for which no record was 
made. 

(To be continued next week) 
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Keds 
BASKET BALL SHOE 














Pure gum, extra thick suction soles, leather insole. 
Packed in Cartons 


The standard shoe for all expert players. Extra heavy 
uppers without lacing hooks, thick soles with heavy reinforced 
foxing. The rubber used in the soles is of a special quality 
that clings to the floor, making the shoe a necessity for those 
who play the game. 


United States Rubber Company 
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Boots and Shoes 


There is little change noted in the rubber footwear 
business. Retail trade shows a distinctly increased 
demand in nearly all sections. The call up to the 
present week has been mainly for light rubbers, and 
the shortage of stocks, both retail and jobbing is 
especially manifest. Every rubber factory is so far 
behind its orders that there is little hope of being able 
to deliver all the goods now ordered previous to the 
coming of Spring. There are companies which are 
sold ahead, to full producing capacity until next 
April. They are, however, working to as large 
tickets as possible, and are shipping out goods pro- 
portionately to their customers. This state of affairs 
is reflected to the branch stores, selling agencies and 
jobbing houses, which are doing their best to keep 
their regular customers supplied. Retail shoe dealers 
who neglected to order early, as wag.advised months 
ago in this department are finding great difficulty in 
securing needed goods at this time, many of them 
endeavoring to purchase elsewhere when they find 
deliveries doubtful from their regular jobbers. But 
this state of affairs is so general throughout the coun- 
try that few wholesale houses are able to accom- 
modate such transient customers in sections remote 
from their stores. Enquiries sent the editor of this 
department from Western, Middle and Pacific sec- 
tions asking where certain lines of rubbers can be 
bought, must be answered by stating that no jobbers 
care to take on new customers at this time, because 
all the goods they have in stock are certain to be re- 
quired by their regular customers, who, if they cannot 
get just the lines they want, are willing to take what 
they can get, believing that the retail demand will be 
similarly uncritical when the actual need is pressing. 


Tennis Lines 
As has been previously stated, the tennis lines are 
ordered well ahead and all the mills are pushing the 
production to the full limit of the capacities of the 
machinery and employees. Several of the principal 


producers are adding novelties in these lines. All’ 


manufacturers predict the biggest tennis season 
ever. The question of prices is a serious one, for 
while costs of crude rubber are only moderately higher, 
everything else entering into the cost of manufacturing 
tennis footwear is so high that further advances in 
prices would not be surprising. 
Crude Rubber 

With a rising market and steady demand, the crude 
rubber situation is well in hand. There is some un- 
certainty as to the future action of the British Govern- 
ment, as regards shipments from home or colony 
ports, but it is an established fact that some expected 
shipments have been unaccountably delayed while 
some cargoes have been lost. The London market is 
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The Rubber Realm on te 


firm, on a higher basis. Fully half the stocks on 
hand there will be required for the use of the govern- 
ment for war purposes. The Singapore market is 
affected by export restrictions, and quotations re- 
duced. But with this reduction has come a refusal, 
on the part of the planters, to sell, therefore the market 
is in a somewhat uncertain state. New York trading 
is active with prices strong as given below. 

We quote: Upriver fine 78 to 80c.; islands fine 71c.; 
upriver coarse 50c.; islands coarse, 31 to 32c.; cameta 
32 to 33c.; caucho ball 50 to 5lc. for upper, 47 to 49c. 
for lower; centrals and Mexicans, 47% to 50c.; red 
massai 55 to 57c.; guayule 37 to 39c.; first latex pale 
crepe 73c.; smoked sheet 73c. 

Scrap Rubber 

With higher crude rubber quotations, scrap rubber 
has been firmly held, and in some cases advanced 
prices were obtained. With reclaimers buying more 
freely, dealers are now offering from 91% to 914c. for 
scrap boots and shoes, and 7 to 734c. for trimmed 
arctics. These are prices now obtainable by collectors, 
who must buy at a liberal margin from these figures, 


Rubber Notes 


The Narragansett Rubber Co., Bristol, R. I., has 
erected a new addition 85x50 feet two stories, to 
increase its output. 

The F. S. Carr Co. of Canada Limited has sold its 
business, the manufacture of ‘Victor’? Rubber Heels 
to the Miner Rubber Co. of Granby, Quebec. 

The Tacoma, Washington branch of United States 
Rubber Co. of California is building a handsome 40x 
100 feet three-story building at 731 Broadway that 
city. 

The Lycoming factory of the United States Rubber 
Co. will be enlarged by an addition costing $40,000 
which will allow for an increase to 20,000 pairs of 
shoes daily. 

The American consul at Tripoli, Italian North 
Africa, reports that during the year 1915, $1,000 
worth of American rubber shoes were imported into 
that colony, against $850 imported the previous year. 


Rubber Club Banquet 

The arrangements for the annual banquet of the 
Rubber Club of America are now practically completed 
It will be held in the ball room of the Waldorf-Astoria 
in New York. The speakers will be ex-President W. 
H. Taft, F. H. Vanderlip, the well-known New York 
banker and Bishop Frank du Moulin of Ohio. Invi- 
tations have been sent to many prominent men, in- 
cluding the President and Vice-President of the United 
States, the ambassadors: of, several foreign countries, 


‘the Governor of New York ‘and the Mayor of New 


York City. The boxes surrounding the ball room 
will be reserved for the ladies who can therefore hear 
the after dinner remarks. 
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Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory ‘‘rust-proof”’’ or finished 
fastener. 





Our Fasteners are a Finished Product 
attached by 
The Simplest Practical Button Fastener Machines Yet Devised 
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Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 


For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 
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The Retail Shoe Merchant is saying this year—Why can’t 
I get a good big share of the Christmas shopping 
money?’?’ HE CAN IF HE WILL FEATURE 


“« Constant Comfort” Shoes 


Especially with 


An Ideal shoes as high 
Christmas priced as they 
Gift are today 





50 Styles Are In Stock 


HERE ARE A FEW 


“IN-STOCK”? STYLES 
R105—Stk. Tip Juliet, Rubber Heel............. 








E, EE $1.75 
R114—Stk. Tip Oxford, Rubber Heel............ EE 1.75 
— Tip Blucher Oxford, Rubber Heel.... . D,E 2.25 
65—Opera One-Strap Sandal. ..... caite elev d. wears D,E 1.60 
Ree?_—Obera One-Strap Sandal. ................ Cc, D, E 1.80 
R667—Opera Two-Strap Sandal................. Cc,D,E 1.85 
R135—Plain Toe Button, Dress Boot. . Ae 3.00 
R159—Plain Toe Blucher, Dress Boot. . - DB 3.00 
R133—Stk. Tip Button, Rubber Heel. . eee D, BE, EE 32.50 
R124—Stk. Tip Polish, Rubber Heel............. D, E, EE 2.50 
R132—Stk. Tip Button, Rubber peal bc ak: hele E, EE 2.25 
R123—Stk. Tip Polish, Rubber Hee .E, EE 2.25 
R129—Plain n Toe Seamless Polak ““Cat’s Paw” D,E.EE 2.65 
No. R124 R128—Plain Toe Seamless Polish, Rubber Heel. ..D, EEE 2.35 No. R133 





Prices Subject to Change Without Notice 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 
AUBURN, MAINE 
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))PPEAL to children in merchandising 
juvenile footwear is getting to be 
more and more a necessity through 
specially equipped departments hav- 
ing some features linked up with 
toys or fairy stories or the like. Bar- 

-nard, Sumner & Putnam Co., of 
Springfield, Mass., in opening their new children’s 
department scored a ten strike with the children of 
that city. Children call it “Fairy Land,” and the 
features incorporated in the equipment of the de- 
partment seem to justify that name. 





Automatic Sentinels in Department 


Around the walls are the famous ‘“‘Mother Goose’”’ 
characters portrayed in water colors. Standing at 
attention are eight mechanical sentinels who perform 
different stunts; just at the approach to the depart- 
ment stand two sentinels in red and blue uniforms 
and big black helmets. They wink and blink their 
eyes as they stand on guard at the entrance to “Fairy 
Land.” , Within the department a gay drummer boy 
actually drums, and a bugler plays on a bugle. The 
sentinels are automatic and by the pressure of buttons 
perform their duties. 


The “Old Lady’? Again 


The department has as its central attraction ‘‘The 
Old Woman Who 


into the shoe. The old woman is seated in her shee 
house and seems pleased with her many guests. 


All Sizes of Chairs 

There are little chairs in all sizes, decorated in red, 
blue and gold, and they just invite the children to sit 
in them whether or no they come to purchase. 

When it comes to shoe mirrors the juvenile custom- 
ers can see the shoes as they actually are, or they can 
stand up to.the big mirror and see all the funny re- 
flections. The juvenile customer sees himself as a boy 
with a big body and fat little legs or with a long neck 
and skinny looking head. The department is given 
over to surprise and laughter and there are many 
little contrivances whereby the little customer can 
indulge in playful sport. 

Register in Birthday Book 

Every child registers in the “Little Folks’ Birthday 
Book” and is asked to give the date of his or her birth. 
When the child has registered a birthday card is 
issued having upon it pictures in colors on one side 
and a little letter on the reverse. A handsomely col- 
ored booklet entitled, ““Shoe Land and Wonderland,” 
is also given to the little tots. The scenes used as a 
border around the room include “‘Margery Daw,” 
“Little Boy Blue,” “‘Little Jack Horner,” ‘On the 
Way to London Town,” “‘One Foot Up and One Foot 





Lived in a Shoe.” 
She is protected 
by a formidable 
looking fort with 
cannon and can- 
non balls. On 
one side of the 
fortification, 
flapping in an 
electrically driv- 
en breeze, is a 
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kiddies are able 
to open a little 
door in back and 
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Down,” “A Dil- 
ler, A Dollar, a 
Ten O'Clock 
Scholar,” “Little 
Bo’ peep,” ‘‘Miss 
Muffett,” and 
“Mary, Mary 
Quite Con- 
trary.” 


Equipment In- 
cidental to 
Service 
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Now all these 
features are in- 
cidental” to the 
selling of shces 
to little boys 
and girls whose 
fathers and 
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climh right up 


Equipment Features of Barnard, Sumner & Putnam Co.’s Store, Springfield, Mass. 
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The Firm That Buys 
Prong Ornaments from 
Us and Attaches Them 
with Our Semi-Automatic 
Pliers Never Has 


OLD 
MAN 
WORRY 



























ST i 
hig ih \ 
\ ee \ | 





. ‘ 
"Ne 


































Hanging Around 
His Desk 


We originated, developed and made commer- 
cially possible the prong idea on ornaments. 








Is it worth while to encourage service like this? 
The “big fellows” think so. 


The Metal Products Corporation 
200 Thurbers Ave. 
PROVIDENCE R. I. 
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| QUALITY SERVICE | 


| | 
FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 








The Norwich Nickel & Brass Co. 
NORWICH, CONN. 


Salesrooms 
BOSTON 
26 Kingston St. 


NEW YORK 
712 Broadway 














| FINISH | 





|| ADAPTABILITY | 











TRY ITIN YOUR OWN STORE 
THE TOLEDO BUTTON MACHINE 


) o) a 


WITH TOLEDO RUST 
PROOF WHITE WIRE 
FOR 12000 OPERATIONS 


~~ 


PAYMENTS IF DESIRED 


FASTENS ALL BUTTONS 
SOLD OUTRIGHT? |) 
FULLY GUARANTEED | | 
15 DAYS TRIAL 
ORDER ONE 
li » 
) a ie 
T OLEDO’BUTTON, MACHINE. COMPANY 
attr SUMMIT AVE. role OHIO. 
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been patrons of Barnard & Sumner for years and 
years. The little customer discovers ere long what ap- 
pears to be the walls of the fort are really shoe boxes 
set into niches between the toyland soldiers. Then 
there are expert salesmen and sales women to select 
just the right kind of shoes for the little customers. 

The ideas of the company are to also interest the 
adult in the footwear of the child and the little book- 
let has this to say: 


*“Many parents fail to realize the importancé of permitting the feet of their 
children to develop naturally. They are alert to any weakness in their children’s 
eyes, but when the delicate arches of the feet which must serve them as firm 

* levers when they walk, show signs of collapsing, they are rarely disturbed. 
Nevertheless, it is too serious a matter to be ignored. The strength of the ankle 
joint, the power of the heel, the muscles of the sole, the ition of the toes, the 

rder of the foot—all these should receive special and accurate care in order 
that children may be spared the various foot troubles from which so many men 
and women suffer later in life. 

“‘Intrust your children’s feet to us, and we will obviate the foregoing by pro- 
viding them with proper shoes that have been developed by many years of costly 
experiment and close observation of the needs of growing feet. 

“Our children’s lasts have the approval of the most eminent orthopedic sur- 
eeons in the United States. They were developed at acost of thousands of dollars 
and represent the results of practical shoemakers and practical scientists uniting 
their efforts to secure ideal products. Notonly remedial, but better still, prevent- 
ive models, supple, flexible, soft. sustaining, combining comfort, shapeliness and 
durability. Know-how, not guesswork or careless work, controls our children’s 
shoes. If harm has been done, we will find the remedy; if harm has not been 
done, our shoes will keep our boys’ and girls’ feet sound. 

The styles carried range from moccasins to growing 

* 9 . e 
girls’ shoes and the stock carried covers shoes which 
show a progressive evolution of toe, heel, last and 


design from infancy up to the age of twelve. 


Good Tools and Service Efficiency 


A good carpenter with poor tools can accomplish 
nothing worthy of his efforts. Your selling ability, 
even back of good footwear, cannot contribute abund- 
antly to your prosperity unless the store’s equipment 
is such as can be relied on to effectively augment your 
talent as proprieter, manager or salesman. 

The entire list of desirable equipment for a shoe 
store embraces many of those articles which are 
recognized necessities in offices, sales rooms and 
shipping departments of other manufacturers and 
distributors. 

It is more businesslike to use a typewriter than to 
push a pen. It is easier, speedier and more effective 
to use a vacuum cleaner about the store than to. 
sprinkle wet sawdust around and then promptly 
proceed to sweep it up. It signifies a live, progressive 
spirit in the store’s management to use the motor 
method of delivering packages, rather than to remain 
content with a less effective parcel delivery or neg- 
lecting to employ any at all. 
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“Give me 2100,” said Mrs. Jones one morning to 
the telephone girl. 2100 was obtained. “Take an 
order for the first delivery on my block. This is 
Mrs. Jones, 824 Central Street. Tell salesman num- 
ber 10, he will know. I want’’—well, we won't go 
into details as to the character of the purchase, but 
the point to be brought out is this: That store had a 
motor delivery service, and the first delivery by that 
method on Central Street brought Mrs. Jones’ 
order within an hour of her telephoning it in. 

The same store at the time of its using horses and 
teams was nearly all the morning getting around to 
Mrs. J’s home. While the individual’s name is 
fictitious, the experience is a fact. 


Methods of Delivery 


There are two systems of motor delivery deserving 
of attention. Commercial cars and motor cycles 
with side van. The use of either places a most effi- 
cient delivery system within the reach of numerous 
merchants. Today no drain is necessary on the 
merchant’s capital in order to obtain a desirable 
commercial car. The same can be said of motor 
cycles. If it isn’t thought advisable to make the 
investment that is necessary to obtain a car some 
manufacturers of the vehicle will arrange for payment 
on the time payment plan. 

‘The Recorder” is aware that many merchants 
have found by experience that they could not very 
well do without a quick delivery service. 

The small merchant who heretofore had contented 
himself with serving a territory contained within a 
radius of say five miles, can by the use of motor 
vehicles extend his territory without trouble to 12 or 
15 miles. 

What C. H. Baker Does 


The problem of a system of parcel delivery which 
will be efficient and at the same time reasonably 
inexpensive, has been met by many members of the 
shoe trade through the medium of the motorcycle 
parcel car. These cars, which any member of the 
force may be taught to operate, cover ground rapidly 
and at a minimum of cost. They require little 
space for garage purposes, are ample in size for the 
accommodation of such parcels as are sent out by a 
shoe store and possess many advantages over other 

types of delivery when ap- 








Efficiency Makes Big — 
Impression | 


Consider the impres- 
sion upon your custom- 
er’s mind when he finds 
his purchase at his home 
or his office in a_ brief 
time after he has traded 
with you. Put yourself 
in the customer’s place ae 
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~\ plied to the shoe trade. 
Among others to adopt 
the motorcycle parcel car 
as a means of quick service 
is the C. H. Baker Shoe 
House of San Francisco. 
The delivery for this house 
is done entirely by H. Mik- 
kelson, who covers with the 
machine an average of 45 








and note how you would 





4 miles a day at a cost of 


feel. Graduated Seats for Juveniles, Colored in Red,White andBlue $8.00 a month. 
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BROC KTON MAS 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 


Makers of Honest Value Shoes to Retail $5 to $7 
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Charming Novelty 
Styles for Winter 
and Spring 


These three new creations illustrate the wide 
style variety which is being shown in the Utz 
& Dunn line this season. They are just out, 
fresh from the hands of our designers, each 
one carefully fashioned over correct fitting, 
modish lasts. Not only are they eye-catchers, 
pretty to look at, but they possess that rare 
quality in both materials and workmanship 
which has caused Utz & Dunn shoes to be the 
feature line in hundreds upon hundreds of 
flourishing shoe stores. 


Utz & Dunn Style Service will please you, we 
are sure, because it will enable you, as it has 
so many others, to keep a:long pace ahead of 
“the store across the way.” 


A postal dropped in the letter box today will 
place this style service within your reach. 


UTZ & DUNN CO. 


Rochester, N. Y. 


New York Office 
200 Fifth Ave. 
Fifth Ave. Bldg., Room 405 
S. A. McOmber, Rep. 


Los Angeles Office Denver Office 
319 Story Bldg. 218 Charles Building 
Los Angeles, Cal. Denver, Colo. 
C. G. McAtee, Rep. Rice & Tiger, Reps. 
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$8.00 
White kid, Aristocrat lace boot, 8-inch height, Ritz 
last, patent leather collar and foxing, blin eyelets, 
white i ivory welting, regular leather sole, close edge 
— white kid covered full Louis heel, with aluminum 
plate. 


Made and Shipped in 25 Days 


B 3470 7.50 
The new silver gray kid, whole fox, Diplomat lace 


boot, square throat vamp, 8-inch ‘heig t, Juanita 
last, 24-inch full Louis heel, with white celluloid 
plate, aughan’s white ivory welting, regular leather 
sole, close edge welt. 


Made and Shipped in 25 Days 


$7. 
New silver gray kid, full quarter, circular vamp, 8- 
inch lace boot; Ardmore last, feather edge turn sole, 
wood covered ‘half Louis heel. 


Made and Shipped in 25 Days 
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Read these questions carefully 
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(QUESTIONS FOR EXECUTIVES~| 





Question 1 


Do you realize that your gross profits are 
seriously eaten into by the huge cost of your 


deliveries? 


Question 2 


Do you realize that this appalling delivery cost 
is due to the tremendous volume of small 


articles that you send? 


Question 3 
Are you aware of the fact that this large volume 
of deliveries is due to your store system, which 
encourages customers to say ~send’’? 


Question 4 
| DYom solemn ci mejce) ME commantte) Qmacr lam volelmmelrivelrlors 
are encouraged to have their small packages sent 
because of tedious waiting for parcels? 


Question 5 
Has it ever occurred to you that these delays in 
handing parcels to customers are due to your 
slow cash service? 
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Deliver Questions a 














Think these questions over 
before’ you are to be in 


New York on January 8th 


With 
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d their Service Answers~ 
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And then think over these facts 


Answer l 


Your profits can be conserved by scientifically analyzing your delivery 
problem—by cutting down delivery expenses—by stopping. abuses. 


Answer 2 


The stupendous volume of deliveries under conditions of present-day 
competition is excessive. No store needs to deliver a paper of pins, 
for instance, if the sale is handled rightly. 


Answer 3 


Look to your sales counters to analyze the volume of your deliveries. 
Here you discover the fact that nearly all of your customers are actu- 
ally, though unconsciously, encouraged to order trifling purchases sent 
home. ; 


Answer 4 


Ask your salespeople ‘“‘Why do customers say ‘send’ on so many small 
articles?” They will tell you, “Customers are in too much of a hurry, 
or think they are, to wait two or three minutes for their parcel. They 
don’t like to wait after making their selection, and cheerfully say 
‘send.’ ”’ 


Answer 5 


Much of your worry and expense would be avoided if you started at 
the bottom of the trouble and used a quick counter service, like Jordan 
Marsh & Co., Marshall Field & Co., Nugents, May Co., Jos. Horne 
Co., Bloomingdales, Wm. Taylor Son & Co., etc., etc. 


Hundreds of progressive and conservative stores are cutting down delivery 
expense by using the N. C. R. quick cash service. Small parcels are handed 
to patrons with their change—IN A FEW SECONDS—so quickly that 
they accept both together—and pass on to other counters, scarcely realizing 
that they are carrying their purchase. 


Lost profits—heavy deliveries—big expense—impatient customers—slow 
sales—slow cash—have been corrected by the concerns mentioned. 


Write for complete data. 


The National Cash Register Company, Dayton, Ohio, U. S. A. 
Offices in all the principal cities of the world 
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eBrown Durrell (® 


Much depends on the quality of the hosiery 
you sell. If it is high grade your store gets a 
correspondingly good hosiery reputation. 


Gordon Hosiery is most carefully made. Yarns, 
dyes, machinery and workmanship are all care- 
fully selected to produce the best sales results. 


Gordon 


HOSIERY 


can*be sold to your most particular patrons 
with the knowledge that it is all you claim for 
it. 


Make Gordon reputation your own. Let your 
clientele know in your windows that you are 
handling only such merchandise as they will 
enjoy wearing. ‘That policy means increased 


ebrown Durn ell (0 


NEW YORK 


11 West 19th Street 
CHICAGO BOSTON 


506 Textile Bldg. 104 Kingston Street 
Adams St. and 5th Ave. 
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In Centers of Shoe Manufacture ¢« ¢« ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


Clearances Not a Factor 


Retail merchants are still looking for light weight specialty 
shoes especially in the lines of women’s and children’s goods, 
and the sales of white top and other combinations continue to 
be very strong. The volume of business in both men’s and wom- 
en’s goods shows little sign of lessening, and with present price 
conditions and the prospect of future advances, making every 
shoe practically in the stores increasing rather than diminishing 
in value, the matter of clearance sales is not likely to be a very 
important factor in the shoe trade this season. 

The near approach of the Christmas holidays is having its 
effect and considerable effort is being made to push those special- 
ty lines of merchandise that are particularly adapted to gift 
purposes. Window displays are taking 
on a Holiday character, and the various 
specialties are given prominent display in 
the shoe stores. These of course include 
such items as boudoir slippers and mules, 
some very handsome examples of which 
are being shown, felt goods, findings 
novelties and merchandise of a similar 
character. 


Colored Cloth Is Here 


The demand for colored cloth is not pros- 
pective but is here, Mr. Garbe of the cloth 
house of J. Einstein stated a few days 
ago. The size of their orders in yardage, 
even in goods up to $5.20 per yd., in- 
dicates very strongly that many man- 
ufacturers anticipate a general use of cloth 
for tops. The light colors are the strong 
favorites, champagne, fawn, gray and 
chamois leading. 

It is realized of course the price of 
leather makes the use of cloth or some 
other material in many lines essential, 
particularly in view of a probable de- 
mand for shoes of even higher cut than 
we have been having, but the idea of putting forth cloth as a 
necessity is not calculated to bring about the more general use of 
this material that is so ardently desired by the shoe trade gen- 
erally. The note to strike, Mr. Garbe feels, is the fashion note 
and the whole is embodied in a phrase that they frequently 
use and which is given here: 

“Cloth, coming in as a fashion, will stay as a necessity.” 

It is a fact that a style vogue for cloth is unquestionably 
developing, and a more general use. of the material will be ob- 
tained by accenting this style demand than in merely accenting 
the economy of the use of cloth. 

One manufacturer recently stated that a house carrying 
some shoes made, we will say, with a dark gray vamp and light 
gray kid top which he will sell at $10.00 and can show beside it a 
shoe of approximately the same pattern made with a gray kid 
vamp and a light gray cloth top, which he may be able to offer 
at $6.00 or $7.00, will sell a great many more of the latter shoes 
than he would if he were not able to show the customer an all 
leather shoe at the same price at the same time. 


‘In New Quarters. 


S. Lipsit, commission merchant of shoes and specialist in jobs 
and special lots, has opened sales and stock rooms in the Graham 





STYLES FOR THE JUVENILES 


Black over white. 
Kander Shoe Co., Brooklyn, N. Y. 


Bldg., 127 Duane Street. Mr. Lipsit, who is well known in the 
shoe trade, states that in his new enterprise he will deal par- 
ticularly with the local trade, offering special lots, especially in 
men’s lines. He was formerly located temporarily at 204 Church 
Street. 

Men’s Overgaiters Selling 


The business in women’s overgaiters continues very heavy and 
before the end of the season, it is anticipated that the sales of 
men’s overgaiters will be an important factor in the business; 
for the call shows every indication of growth. Arnold Levy, 
head of the findings house of that name, said lately that he had 
adviccs from London that the use of spats was more general 
there than has been true for some time, and there is reason to 
believe that the fashion will show growth here. The men’s 
overgaiters now being called for are generally in the higher grades, 
usually of English box cloth and some- 
times runhing into really high prices. 


New Shoe Department 


Newark has a new men’s shoe distri- 
buting point, that from present indica- 
tions is going to be an important factor 
in the retail business of that city. It is 
a department opened a few weeks ago in 
the men’s clothing house of McGregor & 
Co. of Broad Street. The house itself is 
possibly the largest distributor of men’s 
wear in New Jersey, and the new shoe de- 
partment is of an importance consistent 
with the general business. 

F. P. McKenney is at the head of the 
new department, and is well known in the 
Newark trade. The new department. 
which is located on the second floor of 
the annex in the building, is roomy and 
well appointed and is fitted to handle a 
good volume of business. Mr. McKenney 
states that among their men’s lines, which 
generally will run from $4.00 to $15.00 
per pair, are two of Newark’s best known 
names, James Banister and Thomas Cort. 
The boys’ lines run from $2.00 to $5.00. 

They are also running in the department a full line of sport 
shoes, and sport shoes are also a factor of the new sporting goods 
department that has also been opened in the store. Since the 
opening of the department the middle of last month, the de- 
velopment of the business has been very gratifying to the house. 


A novelty by F.S. 


Just in Town 


Chas. Cominsky of the shoe department of Schneider Bros. 
& Company, formerly Bernidji Bros., of St. Paul was a recent 
New York visitor, for the purpose of laying out lines of men’s 
goods for the shoe department, especially in dress shoes of 
medium price. 


PHILADELPHIA 


Buying for Christmas 
The retail merchants are reporting active sales in such Holiday 
lines as felt slippers, boudoirs, findings accessories, hosiery, where 
hosiery departments are operated, and other similar goods. Of 
course there is even some Holiday buying of shoes, the cer- 














*\ H-GINZBERG-GORDON Coo 


WOMENS NOVELTY POOTWEAR 


| 138-140- DUANE ST.,N.Y.CITY. 


3 High-Class Numbers--In Stock--All Widths |, 
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1142—Gray Kid Stag Vamp, Genuine Gray Ooze Calf, 1140—Russia Calf Vamp, Brick Tan Nubuck Top, Stag 

Whole Quarter and Covered Wood Heel, Imitation Per- Pattern, Imitation Perforated Tip, Leather Louis Heet. 

forated Tip, Goodyear Welt, Long Vamp, meseee ies. i eT ere . Price $5.25 
Coe eee erseeseesoceeees .. Price - 


1130—All Gray Kid Boot, Same Pattern, Last and_ Per 
forations as above, Covered WoodHeel, Goodyear Welt. 
AtoD an Os 644s COR DUEPLED EE <6 606 ... Price $6.00 
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LEAS IRR TERS 


E defy the jobbers of this 

country to produce 3 finer 
specimens of shoe craft and style. 
These shoes are made on the newest 
New York recede toe last, with 
newest patterns, perforations and 
other touches which make for fine 
shoemaking. 

Wire a Trial Order 


Shy oe 























Terms-2% 10 days New Accounts 
Wire Orders Collect s ‘Gop Please furnish references 
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tificate idea being used in some stores. This, however, is more 
or less negligible. In the stores catering to a popular priced 
trade, the problem of getting a satisfactory man’s slipper to sell 
at retail for $1.00 has caused much anxiety. Of course the 
$1.00 kid slipper is out of the question, and the $1.00 sheepskin 
slipper, where shown is not wholly satisfactory. Some mer- 
chants have found the solution of this in offering a slipper made 
of some one of the fabric imitations of leather. This makes up a 
very attractive shoe and can be bought at a price that enables a 
reasonably fair bottom stock to be used, and the statement is 
made that in point of durability it is infinitely superior to any- 
thing in sheepskin that can be supplied anywhere for its price. 

Available stock for the most part in both novelty and staple 
lines is sufficient for the requirements of the business, with the 
exception of rubbers, which continue to be short. 


A New Stock Line 


The new stock lines of women’s boots in colors, added this 
season to the factory product of Weimer, Wright & Watkin are 
now beginning to come in from the factory and a sufficient stock 
is being accumulated. Wm. H. Weimer said that the samples 
have been in the hands of their salesmen for sometime, and that 
the line has developed a highly satisfactory demand. The 
shoes are made on two lasts, a lower heeled model, and a Louis. 

While it was the intention to stock these goods earlier, the 
advanced orders on them have been so heavy, he stated, that pro- 
ducing capacity has been taxed to meet the orders before the 
stock could be made available. 

The present year has been one of the best in point of business 
in the history of the house, and they are looking forward to a 
continuance of this present activity for a good time to come. 


Overgaiters Still Selling 


There seems to be no falling off in the demand for overgaiters 
according to Mr. Lagomarsino of the findings house of P. P. 
Lagomarsino &.Co., and it requires considerable effort to get a 
sufficient supply of these to meet it. While the bulk of this 
business is in women’s overgaiters, chiefly of the eight button, 
nine inch heighth, there is also developing a considerable and 
growing demand in overgaiters for men. In the latter, the pre- 
vailing shades are taupe and dark brown. In the women’s 
goods the lighter shades, fawn, chamois, pearl and particularly 
white are leading. They are wanted in various grades, the 
most popular sellers being around the $12.00 mark. 

The dressing business has also been very good, although 
from this point on, the matter of shipping liquid dressings will 
be made more difficult because of possibility of freezing. This 
does not apply to the non-burnable cleaning fluids, which do not 
freeze. 

Business Good and Stocks Short 


Briefly summarized, business is good, all stocks are moving, 
most things are short, according to Geo. T. Laing of Laing, 
Harrar & Chamberlin of this city. The sale for white dressing 
unusual at this time of the year, is especially indicative of the 
probability of not only a great white season for Spring, but the 
anticipation on the part of the trade that it will start very early. 

The demand for leather from the retail industry, by its size, 
would seem to indicate that the high cost of shoes is responsible 
for the greater care of those already in service. This may mean 
a lessening of sales, since it unquestionably will mean a pro- 
longation of the life of shoes now in service, but retail shoe men 
do not seem to feel any apprehension upon this score. 

Laces and overgaiters are on the very active list of present 
sales, the former being wanted most in the prevailing colors, 
gray, brown as well as white and black, while the shades in over- 
gaiters continue to be the same as heretofore. 


Philadelphia Shoe Merchants Meet 


The Philadelphia Shoe Retailers’ Association met at the 
A. H. Geuting store, Wednesday, November 22nd. The pro- 
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ceedings were of an informal character, and the discussion largely 
on prices and the replacement of merchandise. 

There was some discussion of the project to form a State 
Chamber of Commerce. This matter, which is being agitated 
in business circles in Pennsylvania, was regarded as likely to be 
of benefit to business largely, and it was the sense of the meeting 
that someone should be delegated to attend. A. C. McGowin 
will probably attend as a delegate from the Philadelphia Cham- 
ber of Commerce, and it was thought he could also represent 
the Association as well, or if not, Mr. Geuting might probably 
be a delegate at this conference. At present this is more or less 
tentative. 

Action on Questionable Advertising 


Probably the most important subject discussed, was the 
advisability of taking some action towards the elimination of 
unfair or unscrupulous local advertising on the part of some 
“Upstairs” shoe parlors. Mr. Kaplan submitted a collection of 
Philadelphia newspapers containing announcements that were 
regarded as open to criticism. It was stated that the Phila- 


For Extra Sales 





FOR GROWING GIRLS 


A skating boot with re-enforcement 
fastened by buckle. By Concord Shoe 
Co., New York 


delphia Chamber of Commerce would take the matter up and 
endeavor to induce the advertisers to cease the objectionable 
features of their announcements by moral suasion. If such 
tactics were not successful, it was thought it might be desirable 
to make a test case and proceed legally against some one con- 
cern, in which case a pro rata contribution will be called for to 
defray the expenses. 

Mr. Meuchweiler, who is connected with the Philadelphia 
Record, spoke on “‘Salesmanship.”’ 


CINCINNATI 


Shoe Travelers Home 


Local manufacturers are receiving personal reports from their 
traveling men, most of whom have finished their road work for 
the season, and are home again. Ina number of cases, the manu- 
facturers have called in their salesmen from their territory, due 
to the fact that they have sold up the output capacity of the 
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C. & R. shoes are made with mechanical precision. | 
You'll find quality and workmanship uniform. An order 
today can be duplicated months from today, with the 
same honest values. | 


CHESLEY & RUGG 


Men’s and Women’s Turn Slippers 


Haverhill, Mass. , 


NEW YORK OFFICE: BOSTON OFFICE: 
W. B. Wynns 89 Bedford Street | 
Marbridge Bldg., 34th and Broadway 
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factory and additional business could not be adequately handled. 
In other cases where the output capacity of the factories is larger, 
the shoe travelers have in a shorter space of time than hereto- 
fore, succeeded in booking a volume of orders that will keep the 
local factories busy throughout Winter and Spring. 

In practically every case interviews with shoe travelers brings 
forth the statement that less time has been required during the 
last ten weeks to secure the usual quota of business from their 
customers than has been the case during past seasons. Where 
traveling men are reporting for themselves a volume of business 
representing less number of pairs sold than a season ago, they 
also report as large or larger volume of business as marked 
by dollars and cents. In many cases where less pairs have been 
required to equal the volume of business of a year ago, the 
manufacturers have found it easy to place additional customers 
on their books, thus showing an equal number of pairs sold as 
against a year ago, and of course, a very much larger volume of 
business in dollars because of increase in value of footwear this 
season. 

The Leather Situation 


Most of the manufacturers have anticipated their require- 
ments in the way of leather supplies and are not now as actively 
in the market as they were during November. A number of the 
prominent manufacturers indicate that the leather dealers have 
on their books a smaller number of contracts calling for de- 
liveries during December, January and February than during 
any recent season. The reason for this, they say, is accounted 
for by the prompt acceptance of deliveries made at the time of 
purchase in order to admit of no uncertainty regarding deliver- 
ies thirty or sixty days hence when the leather will be needed for 
use in the cutting rooms. From this results the statements of 
manufacturers that they are carrying on hand in their store 
rooms a larger quantity of leather supplies than they have been 
in the habit of doing heretofore. 


Cloth in Cincinnati 


It is the prediction of many of the most prominent shoe manu- 
facturers of this city that cloth top shoes are going to come in 
with great force for early Spring. They report that orders for 
shoes made up with cravenettes, and even satins for the uppers 


ST. LOUIS 


Fabrics to the Fore 


Manufacturers and wholesalers report the orders for Spring 
merchandise coming in very freely, while the factories are being 
speeded up to make December the biggest shipping month of 
the year. The large orders on the book make this a matter of 
factory and shipping room capacity only, with every likelihood 
of every record being broken before the new year opens up in 
the shoe field. There is a rapidly developing tendency on the 
part of both manufacturers and wholesalers to push fabric top- 
pings, even more than at any time in the past and the cloths 
which are being utilized in the samples which are being brought 
out is of a quality and g ade which cannot be compared with 
the fabrics which had such a disastrous experience some seasons 
ago. Qualities of fabric costing 30 cents or more per square 
foot are being utilized and with every prospect of success. It is 
recognized that in the boot lines, at least, something of this 
sort is to be done’or the price will develop a diminishing ratio on 
the part of the ultimate consumer. Novelty effects are being 
sought in the patterns in order to aid the movement of the new 
types. , 

Specialty plants continue to be hard put to meet.the demand 
for quick delivery goods, but so far have managed to keep their 
orders moving out in a fairly satisfactory manner. All of them 
have had to speed up their plants and forces to well beyond their 
normal capacity to meet the requirements. 


November Production Reports 


The monthly reports of shipments of the larger concerns of the 
St. Louis market continue to show the same character of com- 
parisons with the preceding similar periods and the figures for 
Novmber for the three international branches show shipments 
for the month as follows Roberts, Johnson & Rand Branch, 
$1,467,547.91, a gain for the month of $213,°06.94; Peters 
Branch, $1,070,368.02, a gain for the month of $108,071.07; 
Friedman Shelby Branch, $483,289.01, a gain of $83,153 59. 
The shipments for the entire fiscal year, whch closed November 
30, were: Roberts, Johnson & Rand Branch, $17,528,642.72, a 
gain of $4,421,356.87; Peters Branch $11,105,923.13, a gain of 
$2,905,682.34; Friedman-Shelby Branch, $5,604,079.45, a gain 
of $1,834,779.94. The total shipments were $34,238,645.30 
and the total gain was $9,161,819.15. The McElroy-Sloan Shoe 
Company reported a gain for November of $61,117.63 and a 
gain for the eleven months of the year of $849,521.82. The 
Brown Shoe Company’s gain, exclusive of the Kansas City house 


For Winter Sports 





HOCKEY BOOT 


A specialty for either women or men (in 
all leathers). Made in Duluth by the 
Northern Shoe Co. 


shipments was about $320,000 with a total for the month of 
very nearly a million and a quarter of shipments. 


Fox-Wohl President on Honeymoon 

Clifford C. Fox, president of the Fox-Wohl Shoe Company, 
is enjoying a honeymoon trip in the East, on which he will be 
absent for about three weeks, returning to St. Louis December 
20. His marriage took place at the Columbian Club Thanks- 
giving Eve and was very largely attended. The bride was Miss 
Helen Glaser, daughter of Sigmund: Glaser, a wholesale mer- 
chant and very popular in society. The ceremony was a very 
elaborate affair and included in the brida party were L. Hambur- 
ger, of Hamburger Bros., recently removed from St. Louis to 
Boston’s shoe district as well as David P. Wohl, formerly Mr. 
Fox’s partner in business. 


Brown Shoe Co. Profit Sharing Plan 


The profit:sharing distribution of the Brown Shoe Company 
for the fiscal year of the company, which closed October 31, was 
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Stock No. 1721 Stock No. 1571 



























































Stock No. 1709 


Your Choice of McKays and Welts 





Men’s Shoes at $2.25 and $2.50 
Good Styles. Substantially Made 
Bear Union Stamp. In Stock 














1570 Gun Metal Blucher McKay Balvoom......:,. __ SOC Apne $2.50 
1571 = 9 es és Wing Foot Rubber Heel SAPS Deis anilee 2.50 
1550 xg ‘i = ” Goodyear Stitch Ee 2.50 
1551 = Bal. re “: “ FR er 2.50 
1552 - 7 Button = “ eee taskee eter a 2.50 
1564 Black Vici Kid Bal. French Plain......6... 2.50 
1565 = ““* Blucher en ET . ere ee pen 2.50 
1709 Gun Metal Button Welt _ See ae i. ere 2.50 
1716 - x = ; eee er 2.50 
1707 an re Blucher ‘ ee Tf rer 2.50 
1715 i . - ‘ CROWS 65.5 600-6: CT ee 2.50 
1710 . me “s ERS i rat. ERA ee 2 2.50 
1720 a = Bal. “3 ee NRA tape Ae ae 2.50 
1721 i - ii 7 Black Fibre Sole and Heel Cs ao a oes ae cath ereaid cant 2.50 : 
Don’t Delay Your Orders at These Prices 
1503 Gun Metal Button McKay ET ee. ET ee 2.25 
1502 4 © Blucher sig TAG, eRe te Bis acawn swosne 2.25 : 
—. = * " RE SPOR RE 2.25 ; 
isl “* * Bal. RO AAS I : 
1512 ” . ‘ Black Fibre Sole and Heel -——-__ Nifty............. ERY ree 2.25 : 
WHITCOMB SHOE CO. |: 
HAVERHILL, MASS. 
oaneaeege aanneea GUUGRGRRRGRRaRttES 
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made at a dinner given to the participants at the company’s 
headquarters Saturday evening, November 25. The dis- 
tribution proved a very handsome one and was participated in 
by about one hundred and forty attaches of the corporation. 
The distribution was made in four classes in four graded per- 
centages. It was dependent only upon the recipient having 
held his position more than one year, length of service with the 
company beyond that period having no bearing upon the amount 
awarded. The first class, receiving’ the largest amounts in- 
cluded the president, the other officers and directors, the general 
sales manager and similar employes of the company. The 
second class included the next more responsible attaches, those 
who, broadly speaking, were responsible for the expenditure of 
company funds, such as leather buyers, advertising manager, 
and others. In the third class were the department heads and 
factory superintendents, etc., while in the fourth were the fore- 
men, engineers, etc., having men under them and whose efforts 
toward economies of operation could be well defined. At the 
dinner which was held on the eighth floor of the headquarters 
building the chief speaker was President John A. Bush, who was 
followed by the officers and directors of the company. Each 
participant was then called up and presented with his check and 
called upon for a brief talk. All those who shared in the fund 
were able to be present except three, one of whom, W. C. Jop- 
lin, is in Italy engaged in developing the company’s foreign 
business. Next year the number participating in the bonuses, 
announcement of its continuance having been made at the 
dinner by President Bush, will be in excess of 200, as a large num- 
ber will qualify under the one-year ruling. 


Style Show at Traveler’s Convention 

The preparations which are being made for the convention 
of the Shoe Travelers in St. Louis next month are proceeding 
very rapidly under the direction of the local members of the or- 
ganization who have their committees at work in a very efficient 
and systematic way. The details of the convention are being 
whipped into shape and while they are not yet in condition to 
be announced it is already assured that the entertainment 
will be most notable, from both instructive and entertainment 
viewpoints. One of the features now being arranged for is a 
style show, with live models in costume with footwear suited 
to the costumes. These are to be presented on a raised platform 
in full view of those attending the convention. This will be 
staged by the Dayton Last Works, whose representative in this 
territory, E. F. Bugbee of the Leather Trades Building, will be 
in charge of the preparations therefor and who promises that it 
will be something worth while, some more striking than any- 
thing ever attempted before. Other factors in the entertainment 
will be of a kind to linger long in the memory of the delegates. 


Personal Notes 


President Alanson C. Brown, of the Hamilton Brown Shoe 
Company, is receiving congratulations upon the advent. last 
week of a daughter at his home in the St. Regis apartments. 

Meyer Swope, of the Swope Shoe Company, accompanied 
by Mrs. Swope, has gone South for the holiday period and may 
stay well through the winter. In his absence the Swope head- 
quarters for high grade footwear at retail is, as usual, under the 
eye of Horace M. Swope on whom its management has largely 
devolved of late years. 

President John A. Bush of the Brown Shoe Company, who 
has been making the circuit of the western tanneries and leather 
centers generally is making his way eastward, accompanied by 
A. G. McGaghey and others of his staff and is expected to spend 
a week in Boston, after which he will return to St. Louis. 


CHICAGO 


Ten Per Cent Bonus 


The Excelsior Shoe Co. of Ironton, Ohio has posted notices 
that so long as present conditions prevail they will give the 
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employes a bonus of 10 per cent of their wages. The new order 


will affect 300 men and girls. 


Feltman & Curme’s Chicago Venture 


The Feltman & Curme Co. of Indianapolis and Cincinnati 
opened a new store at State and Jackson Streets, Chicago, on 
November 25th under the management of J. H. Kotz. 

They will handle all kinds of men’s and women’s shoes in 
novelty lines. They are showing black, tan and gray in kid, 
buck and suede as well as combination and sport shoes at stand- 
ard prices. 

Closing Houses for Repairers 

Harry Moore, business manager of the United Shoe Repairers’ 
Association of Chicago, has announced that in four neighbor- 
hoods the members of the association have agreed to close their 
shops on Wednesday at 6.30 as the first step in a general move- 
ment to improve working conditions. At present many of the 
shops remain open every night until 10 or later. 


A Comfort Shoe Specialist 


Theron N. Ellings who is the owner and manager of the 
Easanstyle Shoe Store at 135 N. Wabash Ave. which was for- 
merly in the Mallers Bldg.,is specializing in a comfort shoe. This 
is made on an average of 1-8 inch wider across the toe than an 
ordinary shoe and narrower across the heel, making the shoe 
cling to the heel and fit well up in the arch. They have special 
lasts for aged people and those whose feet are tender, one 
style having % inch extra width in the toe. 

Although all their shoes are built primarily for comfort, they 
show some very up-to-date and stylish boots. They are all 
made somewhat broader across the toe, but they have the art of 
combining the beautiful with the practical. These come in 
patent leather with white and gray tops of buck and kid; in all 
tan; in glove fitting black kid and in tan with white tops and in 
many other colors with prices ranging from $6.00 to $10.00. 


LaCrosse Co. Opens Addition 


The LaCrosse Rubber Mills, La Crosse, Wis. announce the 
completion of their new addition and its formal opening Decem- 
ber 5th. The opening program included addresses by President 
Albert P. Funk and Treasurer Arthur S. Funk. 

They have just completed the most successful season they 
have ever had and with their increased capacity they feel as 
though they would be more than able to take care of all their 


present customers. 


A Review of the Year 

The year draws to an-end, but styles in Lynn keep going. 
Manufacturers are preparing new lines of goods to be shown in 
Boston ‘market in January. 

A brief review of the year shows an extraordinary grading up 
in style, quality, and price. Millinery boots were the big suc- 
cesses of the year. White goods and sport shoes were other 
feature lines of the year. 

Boots sold the 12 months of the year. Because of this fact, as 
well as because of the firm stand of manufacturers, there were 
mighty few shoes returned to the factories. Clearance sales on 
boots were few and far between. 

The low cut season was a disappointment. Merchants asked 
for very few low cut shoes. Andanumber of these shoes for which 
they did call were failures, particularly the two colors and the 
short fitted pumps. One hurt the eyes, and the other hurt the 
fleshy top of the instep. 

Lasts settled down to fairly moderate lines, according to sec- 
tional demands, Louis heels, of wood or leather, coming into 
rather common use for dress and street wear, and 14 inch heels 
being favored for growing girls, sport and like lines. Patterns 
were in great variety. Boots were made eight, nine and ten 
inches high. Most of the tops laced. 
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Santa Claus and the Just Wright 
Stock Department are rushed to 
the limit these days. From far 
and near merchants are order- 
ing their Just Wrights for the 
holidays. 


AND here’s the secret. 
They’re getting shoes 
that take with the men who 
know—and they’re getting 
them promptly. 
Here’s a sample—a. Brown 
Cordovan Bal on the Mazda 
Last. It’s an eight to ten 
dollar proposition and looks 
the part—heavy single sole, 
punched vamp and tip and 
that deep, rich shade of 
brown that is the sure sign 
of real money. 


Here’s the best buy in the 
shoe market, and for proof of 
this just order a few pairs. 


KE. T. 
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Hustle s. theres 
a biq worl waiting 
for Just Wright shoes” 
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Brown Cordovan, Mazda Last. 
No. 120R, $5.65 


Wright & Co., Ine. 


Rockland, Mass. 
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There was extraordinary development of manufacturing 
methods in Lynn during the year. But it is style that chiefly 
interests the buyers of shoes. 


Style Prospects for 1917 

Development of 1917 styles in Lynn shops shows at the 
present time some such tendencies as follows :— 

White footwear is gaining favor every day. Manufacturers 
will begin to make large shipments of white footwear in January. 
It is reported that white shoes are being worn the year round in 
some classes of trade. 

A maker of fine shoes in Lynn is showing a classy line of boots, 
with patent vamps and cloth tops. The maker of these boots 
prides himself on his fine shoemaking, and the excellence of the 
fit of his lasts. He expects a run on such boots. 

A considerable group of Lynn manufacturers is making for 
next Spring and Summer many boots, in new shades and tones of 
browns and grays. There is interest in tan leathers, but they 
are mighty expensive. White buck is a favorite. 


Heels Cost More 


Lynn shoe manufacturers have to pay about twice as much 
for heels as they did a few months ago. This is because leather 
board has jumped from $45 a ton in October to $70 a ton Decem- 
ber 1. Besides, costs of labor have gone up ten per cent. 

Mills are not anxious to accept orders for leatherboard even 
at the higher prices. They feel that the prices will go even 
higher. 

The reasons for the advances are the scarcity of leather and 
of hemp fibre, because of the war; also, because streams are low, 
and there being insufficient water power to drive the shredders 
and mixers, steam power must be used, and it is very expensive. 

Besides, there is an extraordinary demand for leatherboard, 
the two inch, or double deck heels, which are fashionable in the 
women’s trade, taking twice as much leatherboard as an ordinary 
heel. 

The rise in leatherboard is particularly interesting because 
of the fact that leatherboard is a substitute for leather, and there 
is no substitute for it. 
double in price, then hopes of lower prices of real goods are 
smashed to smithereens. 


Welcomes Criticism by Big Buyers 


“I like to show my shoes to big buyers, particularly the men 
who have large retail stores, and deal directly with classy people,”’ 
remarked a Lynn manufacturer. ‘“‘My business is of moderate 
size, and ‘I cannot hope to gain much of their trade. But I do 
appreciate their criticism. They know what is what in shoes, 
and some of them have the details of shoes down as fine as the 
men who make them. 

“*‘When one of these big buyers looks over my line, he always 
makes intelligent criticism of it. I take advantage of his criti- 
cisms, and make the improvements that he suggests. Then, 
when I show my goods to the smaller buyers, they look upon them 
as the acme of shoemaking. 

“T used to resent criticism of my lines, especially when fault 
was found with my shoemaking. But I have learned to welcome 
it, and have found that it pays.” 


Fibre Sole Shoes for Boys 
Marston & Tapley Co., Danvers, are making up a special line 
of Winter shoes for boys. The feature of the shoes are the 
fibre soles. The firm had remarkable success the past year with 
Boy Scout shoes which had fibre soles. It is showing samples of 
such shoes for next year. It carries the shoes in stock. 


Shoe Firms to Enlarge 
Strout, Stritter & Co. are to occupy the entire Barnard fac- 
tory at 47 Willow Street, Jan. 1. They presently will use four 
floors. The other two floors are occupied by Dickinson Shoe Co. 
who will move to 258 Broad Street. Both firms will increase 
their output. 


When the prices of substitutes almost © 
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Dickinson Shoe Co. is an old established Lynn firm, headed by 
Joseph Dickinson. It makes McKay shoes and slippers. 

Strout, Stritter & Co. is one of the younger firms of Lynn. It 
is growing fast. It makes welt and McKay shoes for women, 
misses and children. It has a line of rubber sole shoes, made by 
a method patented by Mr. Stritter. 


Crimped Tongues Fit Better 


A refinement in footwear, for men and women, that is getting 
more attention, is that of crimping the tongues to the shape of 
the foot. A crimped tongue will lay more smoothly over the 
instep than will a flat tongue. 

This point in fitting shoes is especially important in these 
days of short skirts, and lace boots, which should fit like a glove 


BROCKTON 


Manufacturers’ Association Meeting 


The annual meeting of the Brockton Shoe Manufacturers’ 
Association was held December 4, at the Commercial Club in 
this city, President John S. Kent (of M. A. Packard Company), 
presiding. About 50 members were present. The annual re- 
ports of Secretary John T. Eyans and Treasurer Frank S. Far- 
num, (the latter President of Churchill & Alden Co.) were read 
and approved. An address was made by Walter C. Fish, presi- 
dent and general manager of the General Electric Company 
of Lynn, who spoke on “Organization.”” Brief remarks were 
made on business topics by W. L. Douglas, president of W. L. 
Douglas Shoe Company; Geo. E. Keith, president of Geo. E. 
Keith Company; and Charles Howard, president of Howard & 
Foster Company. The election of officers was postponed until 
January 8. 

Death of Former Shoe Manufacturer 

Arthur E. Kendrick died December 1, at his home in this city, 
at the age of 59 years. He had been in failing health for several 
months. Mr. Kendrick was born in this city and received his 
education in the local schools. He began the study of law but 
abandoned it for business. He began the manufacture of boot 
and shoe counters in Brockton, (then in North Bridgewater) 
with his father. Later he began manufacturing shoes with 
J. Robert McCarthy and Dennis Sheehy. They organized the 
firm of McCarthy, Sheehy & Kendrick, which for ten years 
made men’s goods at a factory in the Montello district of Brock- 
ton. With the dissolution of that concern Mr. Kendrick became 
a contractor and builder, with which business he was associated 
at the time of his death. 


Bonus to Factory Employees 

The Geo. E. Keith Company which operates factories in this 
city, also Middleboro, East Weymouth, and North Adams, 
Mass. and controls D. Armstrong & Co. Inc., Rochester, N. Y. 
has announced a ten per cent bonus in wages and salaries of all 
employees, based on present wage scales and labor contracts. 
This is for one year, beginning December 4. The action is 
voluntary on the part of the Keith company. The. amount to 
be distributed is approximately $400,000, this being in addition 
to the regular pay roll. Both factory and office employees will 
have a share in this sum. The company states that during 
these extraordinary times it will co-operate with its employees 
to assist them in meeting the added burden of expense. To all 
employees paid weekly the bonus will be paid within 10 days 
after the end of each, and to those paid monthly the bonus will 
be distributed after the end of each calendar month. The first 
distribution will take place on or about January 10, 1917. 


Returns From a Business Trip 
John J. Whalen, who travels in Pennsylvania for Condon 
Bros. & Co. arrived home last week from his Fall trip. John is 
enthusiastic concerning the Condon line and the business which 
he transacted during his tour. He is also greatly interested in 
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No. 4455 


No. 455}4 


sedaneeee Price $3.25 


Patent Colt, Beaded Vamp 


Price $2.50 


As Above in Black Satin 





; ot aeawaeree Price $3.25 
Patent Colt Pump 
bok dae nn eee Price $3.25 
As Above in Dull Kid 





No. 450 


Price $2.25 


Black Satin Pump, New Baby Louis Heel 


No. 451 


Vachenceteesenaked Price $2.25 
As Above in White Satin 





No. BB182 


No. BB182 


No. BB 





TURN 
.... Price $1.65 


Black Satin Pump 
Price $1.65 
As Above in White Satin 

PP er eee eT Te eT Price $1.55 
Stripped Pump as Above 


Fancy Turns For 
Dress and Party 
Wear Carried 


IN STOCK 


You will be pleased with our 
deliveries and thoroughly 
satisfied with these styles 


upon their arrival. 


All Numbers Carried in A, B, C 
and D Widths. Sizes 244 to 7 
All Have Covered Heels. 


The 
Westcott-Whitmore 
Company 


Syracuse 3: N. Y. 


Specialists in Smart 
Shoes and Party Slippers 
for Women 


LET US SEND YOU SAMPLES TO 
GIVE YOU AN EXACT IDEA 
OF THE QUALITY. 

















PI DUNG 5.65) ss te wksecetnnded Price $3.75 


As Above in Bronze Kid 





BS 60.6 3pewshcabews awe ence Price $2.60 
Black Satin Paris Pump 
Tee Oe Te en re Price $2.68 


As Above in White Satin 





OE a lf 
Black Vici Cut-Out, Beaded Vamp and Strap 
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the new organization known as the Pennsylvania Shoe Travelers’ 
Association of which he is vice-president. John was accom- 
panied on a visit to the factory here by Harry Whitcomb, who 
represents Marston & Brooks in Pennsylvania, and who is also 
active and enthusiastic as regards the Pennsylvania Traveling 
Men’s Association. Between John and Harry the Key Stone 
State travelers have a couple of boosters who are in a class by 
themselves. 
Shoe Travellers Returning 


Most of the traveling representatives of Brockton shoe 
manufacturing concerns have finished their season’s work, al- 
though some are making supplementary trips to nearby ter- 
ritory. Without exception they report a prosperous season, 
notwithstanding the high and yet higher prices asked for shoes. 
In fact it is not a question of price, they say, but of getting the 
goods; adding that the early buyers were surely wise buyers this 
season. 

Big Gain in Shipments 

For the month of November the shoe shipments from Brockton 
factories aggregated 59,412, as against 42,754 cases for the cor- 
responding week last year. For the final week of November this 
year the shipments were 10,917 cases as against 8,988 cases for 
the same time in 1915. Shipments for the present year up to 
December 1, were 682,483 cases as against 556,507 cases for last 
year at the same time. This is a gain for the eleven months of 
1916, of 125,976 cases. 


HAVERHILL 


Cloth Shoes Featured 


Practically all of Haverhill’s shoe manufacturing concerns 
making women’s footwear will feature cloth shoes during the 
coming season. Visits to the various factories around town show 
many lines of this class of footwear now being prepared to show 
the wholesale and retail trade. In fact, a considerable amount of 
Spring business has already been booked from concerns which 
buy Haverhill-made goods. 


New Decorative Effects 


Canvas, sea island duck and similar materials in white and 
colored cloths are prominent in the sample lines now being made 
in Haverhill factories as well as in orders being produced. New 
decorative effects are being brought out in this canvas footwear 
showing colors in plain and combination effects, including 
many eye-pleasing novelties which are sure to attract attention 
from the trade. 

Popular Priced Goods 


The natural adaptation of canvas to women’s shoes, combined 
with the high and steadily increasing cost of leather, will tend to 
increase sales of canvas goods. The price of canvas and similar 
materials has increased but little as compared with the cost of 
leather. This enables the manufacturers to make canvas foot- 
wear which can sell at popular prices, and at the same time, with 
the improvements in its manufacture, give good service to the 
wearer. An important part of the production in Haverhill 
factories during the next few months will be the canvas and other 
cloth footwear in pumps, boots and other patterns, with the new 
decorative and embossing effects. 


Factory Employees Well Paid 


The statement is made by Haverhill shoe manufacturing 
concerns, that women employees of local factories, average 
better weekly pay throughout the year, than those of any shoe 
factory town or city in the United States. Figures obtained 
from authoritative sources show that women’s wages average 
over $16 weekly and that the average male employee in Haver- 
hill factories earns $24 and a fraction each week. These figures 
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prove conclusively that Haverhill shoe factory employees, both 
male and female, are making good money throughout the year 
in their respective lines of work. Haverhill is a leader in wage 
payments in shoe factories as well as in production of footwear. 
Her manufacturers recognize the advances in living costs and 
have made numerous voluntary wage advances as a means of 
assisting their employes. 


. More Modern Factories Planned 


All indications point to further additions to Haverhill’s modern 
factory structures. It is probable that before .1917 is well 
advanced, plans will be drawn and leases signed for one and 
possibly two cement buildings along the:lines of the three giant 
structures which have been completed and occupied here during 
the past few years. The constant increase in Haverhill’s output 
of shoes and accessories, and the frequent establishment of new 
concerns, is the cause of this proposed increase in new factory 
buildings. Further developments will be forthcoming in the 
near future. Meanwhile, Haverhill is making good the state- 
ment made recently in another municipality that ‘Haverhill is 
the fastest growing shoe city in the United States.” 


Factory Changes and Improvements 


The firm of Hazen B. Goodrich & Co., one of Haverhill’s well- 
known shoe manufacturing houses, is making improvements and 
changes in office and factory departments as a means of increas- 
ing the output and facilitating work in general. The increased 
business of this concern necessitates these changes as a means of 
assuring prompt service to customers. This concern has been 
identified with the production of women’s footwear and men’s 
slippers for many years, in Haverhill. In fact, it is one of the 
oldest in its line in New England. It keeps pace with the times 
in every respect and produces goods, which in style as well as 


' quality maintain in every respect the high reputation which the 


Goodrich line has long enjoyed. 
Factory Space Wanted 


Notwithstanding the large amount of factory floor space 
which has been added to Haverhill’s industrial plants during the 
past two or three years, there is yet a call for further accommoda- 
tions. This is true, not only as regards shoe manufacturing lines, 
but in the production of accessories as well. Manufacturers 
of wood heels alone are asking for new floor space in Haverhill 
to the extent of fully 6000 square feet. The Haverhill Chamber 
of Commerce will lend its assistance in this direction as it has 
in previous factory construction. 


BOSTON 


Shoe and Leather Instruction Course 


Owen D. Evans, Principal of the Boston Continuation School 
notifies the New England Shoe and Leather Association that the 
1917 term of the shoe and leather class will begin Monday, Jan- 
uary 8, at 25 Lagrange Street. 

The class will again be in charge of Mr. James W. Dyson, who 
has successfully conducted it for several terms. 

Sessions will be held on Mondays and Fridays for twelve 
weeks from 3.30 to 5.30 p. m., and the course of instruction will 
include: The production and distribution of leather; tanning 
processes; leather manufacture; recognition of kinds, grades and 
comparative values of leather; manufacture and classification 
of shoes; salesmanship; efficiency training, and visits to nearby 
tanneries, shoe factories and other industrial plants. To the 
youthful students, the last mentioned feature is always one of 
the most interesting of the course. 

There is no charge for instruction for boys connected with shoe 
and leather and allied trades who are residents of Boston. Non- 
residents pay a tuition fee of $8.00. 
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MAHOGANY RUSSIA 


Oe HE CUYLER. A MOST 
) POPULAR STYLE for 
which every store is hav- 

ing a demand right nove. 
No. 455--English Bal, Mahogany Russia, 
Cuyler Last - - - - $4.00 


No. 454---English Bal, Gun Metal. 
Cuyler Last - - $3.75 


Both carried sizes 6 to 11. 
Widths 2-3-4. 


MASS. 



























Bal Tabarin Nsw of he fon Ba Tn Cie Pa 






No. 901 
FRENCH MAT KID 


MEN’S SOCIETY OXFORDS 


The proper shoe for dancing. Neat, dressy and easily taken care of. 
A safe cold weather shoe. Order now for the social events 
of the Holiday season. 


No. goo Patent Bal Tabarin 
In Stock No. gor French Mat Bal Tabarin 
to D, 5 to 1, $3.50 net 


HAZEN B. GOODRICH & CO. 


HAVERHILL, 3 MASS. 
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Griffin Dressings 


They speak for themselves. There is a Dressing for every shoe 


| BRONZE | 


DRESSING| 


Dec. 9, 1916 





GRIFFIN 


GRIFFIN 





IDEAL 











Griffin Shoe Bronze 


Is the Most Natural sere . 
Bronze on the Market. Cole » Aroma Kid 
Large - ay Gross jp Blue, Black, Light Gray, 
_ . Dark Gray, Brown, Green, 
Small size, $18.00 Gross Red, White, Ivory, Cham- 


Griffin’s White Kidine 
An effective and safe — 
ing and whitening flui Griffin Ideal Com- 
that cleans all white kid 7 oor oan 


and white calf stock. 
Small size, $11.00 Gross pees vit Fm 





95c Doz. ; : 
; twice the size of the $1.60 Doz. 
pagne 
Large size, $18.00 Gross usual package and of aE 
superior quality. POLI SHES 


Is to the Leather what 
Cold Cream is to the Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 


$18.00 Gross $1.65 Doz. 

















Griffin Suede Dressing 
A combination outfit to clean 

















and restore ‘colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 34-oz. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 


$17.00 Gross $1.50 Doz. 


Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede, Nu- 
buck and nappy leathers. White, 


Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


$11.00 Gross 95¢ Doz. 





Griffin Patent Leather 
Cream 
Made in both White and Black 
for cleaning and polishing all 
patent leather shoes. A preven- 
tative for cracking. 
$16.00 Gross $1.40 Doz. 


WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 
IF YOUR FINDINGS JOBBER CANNOT SUPPLY YOU WE WILL 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, Canadian Shoe Findings and Novelty Co., 2 Trinity Square, Toronto, Canada 
SE OS A AS a a TL ca aN Sea a a eR MRT ASRS 5 NTN 


NEW YORK 
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An Absolutely Waterproof . 
Bottom Stock For All 
Good Shoes 








a 


leather of the best grade—not a 
substitute, not a counterfeit. 


During the process of tanning 
KORRY KROME is made thor- 
oughly water-resisting—not merely 
dipped in oil vats when’ finished. 


For this reason it becomes an ideal 
sole for Winter wear. It will not 
slip on wet walks or pavements. 


KORRY KROME has many fac- 
tory advantages. It can be chan- 
neled and buffed as easily and as 
well as the best oak leather—takes 
a beautiful edge and gives double 
the wear of the ordinary bark sole. 


Write us for the KORRY KROME 


story 


= 
= 
py 
KORRY KROME jis pure sole — 


: 


RECORDER __ 


Kem Te 


i 


Yes sig 2 ae J. W. & A. P. Howard Co., Ltd. 
Be aias CORRY, PA. 
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The management of the class, which is under the direction of 
the Boston School Committee, with the co-operation of the New 
England Shoe and Leather Association, urges all concerns in the 
allied trades to enroll one or more boys in the class, and the co- 
operation of the 200 or more graduates of the class, many of 
whom have received promotions as a direct result of their at- 
tendance also is requested. Applications should be sent to 
Mr. Dyson, 25 Lagrange St., Boston, telephone Beach 3640. 


Ten Per Cent Increase 


R. P. Hazzard Co., of Gardiner, Me., posted a notice Nov. 
30th of an increase of 10 per cent in wages to all their employees. 
This affects 1000 hands and is an additional advance to the 
shortening of hours’ without loss of pay which was made 
a short time ago. This takes effect on the new run about Dec. 
11, meaning over $60,000 per year to the employees, and is the 
first reported increase among Maine shoe manufacturers. 


Letters Advertised 


There was a letter advertised in the Boston Post Office for 
week ending December 2 for the Mattcalf Shoe Co. 


Connecticut Footwear Co. Dissolves 


‘ollowing ratification by the stockholders of the action of the 
directors in voting to terminate the corporate existence of the 
Company, the Connecticut Footwear Co. has sent in a cer- 
tificate announcing a change of location from Huntington to 
Waterbury and followed it up with a preliminary certificate of 
dissolution. M. J. Powers of Waterbury will receive all claims 
against the company. 


New Factory Projected 


It is stated that Daniel J. Harrington, formerly superintendent 
of the Isaac Prouty Shop, is to start a new shoe shop in Spencer, 
Mass. 

New Maine Wholesale Houses 


Heflin’s, Inc., has been organized at Portland to carry on and 
license others to carry on a general wholesale and retail boot 
and shoe business; and general business of wholesale and retail 
merchants of any other form or kind of merchandise, etc. Capital 
stock, $10,000; all common; par value, $100; nothing paid in; 
shares subscribed 3. President, Maude B. Plummer, Portland; 
treasurer, Henry N. Taylor, Portland; clerk, Maurice E. Rosen, 
Portland; directors, Maurice E. Rosen, Henry N. Taylor and 
Maude B. Plummer, all of Portland. 


Augusta Shoe Store, lately organized at Augusta is to carry on 
‘a general wholesale and retail boot and shoe business. Capital 
stock $10,000; all common; par value, $100; nothing paid in; 
shares subscribed, 3. President, F. L. Dutton, Augusta; treas- 
arer, Albert Fleisher, Augusta; clerk, Albert Fleisher, Augusta; 
directors, F. L. Dutton, Albert Fleisher and Charles E. Hout, 
all of Augusta. 


ROCHESTER 


Bonus For Shoe Workers 


Office and factory employees of the shoe manufacturing firm 
of D. Armstrong & Company, Inc., No. 15 Exchange Street, 
have been notified that a bonus amounting to 10 per cent of their 
wages will be paid to them for one year. The Armstrong factory 
is controlled by the George E. Keith Company, of Brockton, 
Mass., which has factories also at Middleboro, East Weymouth, 
Boston, North Adams and Brockton. The employees at all 
these plants are to receive the bonus. The announcement was 
made to the Rochester employees by Harry E. Wetmore, second 
vice-president. 

The D. Armstrong & Company, Inc., considers that during 
these exceptional times it owes a duty to its employees to co- 
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operate with them as far as it is able in meeting the conditions 
which confront them. 

Therefore, the directors of the company on December 2d 
voted to distribute from the earnings of the company a sum 
sufficient to pay a 10 per cent bonus of the wages and salaries 
of all employees. 

The Sherwood Shoe Co. previously gave a permanent wage 
increase a short time ago and it is expected that several other 
Rochester Shoe Manufacturers have the question of wage increase ~ 
under advisement. 


Growth of Shoemaking 


The Rochester Chamber of Commerce has received a report 
from Samuel S. Rogers director of the census, which in part 
shows the remarkable growth of the women’s shoe industry of 
Rochester. 

In the manufacture of women’s boots and shoes, 4,674 persons 
were employed in 1904, receiving $2,090,000 and turning out 
goods valued at $9,155,000. In 1914, there were 5,970 employes 
received $3,205,000 in wages, and turning out goods valued at 
$14,953,000. 

A Service Feature 


Utz & Dunn Co. are featuring a 25 day service on three popular 
women’s boots, a gray kid eight inch lace boot, an eight inch 
mustard calf boot with white kid top and an eight inch patent 
button boot with silver gray kid top. 


Wilson Shows Line 


Sydney Wilson who recently bought a controlling interest in 
the Rochester Shoe Mfg. Co. was in the Rochester market dur- 
Co. was in the Rochester market during the past week displaying 
the new line of high-grade McKay shoes for women. 

Mr. Wilson has sold a great many orders in several eastern 
cities and the volume of business already secured will keep the 
factory busy for several months. 

Several prominent Rochester capitalists have invested in the 
new company and nothing will retard the development of the 
company. Deliveries are being made and the full capacity of the 
plant will be necessary before January Ist. 


. 


Co-Operative Advertising During 
Holidays 


Washington Association Considers ‘‘Booming 
Holiday Trade’’ 

The plans for the reorganization of the National 
Shoe Retailers’ Association, of which it is an affiliated 
body, was the principal matter of discussion at the 
meeting of the Washington Shoe Retailers’ Associa- 
tion, to which the plans had been submitted for ap- 
proval. Despite the excitement incident to the elec- 
tion, quite a number of the members gathered to- 
gether in the red parlor of the Hotel Ebbitt on Wednes- 
day evening, November 8, for what afterwards proved 
to be a most interesting meeting. 


President Arthur Burt announced the purposes 
for which the meeting was called and laid the proposed 
new constitution of the national association before 
the members. After a considerable discussion had been 
had on the various provisions it was found that this 
work could not be completed during the evening and 
the members elected to leave the whole proposition 
in the hands of a special committee consisting of 

(Continued on page 79) 
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The FEATHER WEIGHT 
ICE CREEPER 


Cc. W. CHURCHILL, Manufacturer 
214 Third Street, Lowell, Mass. 
[ts an article on which retailers 
make big profits. 
fit and easy to sell. Made in Men’s 
and Women’s sizes. 
Their grip is sure. 


creep, but can step with confidence. 
easily adjusted and won’t come off. Order from your jobber at once. 





Never Slips 
CUGEROUGOUROUGUROHOOQUGUGEOOSOGOGQUROOGHOGHOOSCGEGOUGEEOEGQUGOUGRGRDGCOGCCCOQOCROGUOQRCOUGEOCHOGRGOUGOUGUGROOROSOOERCCRCOSSOOUGORDRGEUDONORORND 


atts 


FELT SPATS 


DARK GRAY, FAWN BROWN 


$9.00 Doz. 


$12.00 Doz. 


SAME GRADE 10 BUTTON HEIGHT 
$15.00 Doz. 


SUPERFINE BOX CLOTH, 
WHITE and CHAMOIS, 8 BUTTON 


$25.00 Doz. 


ALL ABOVE PACKED EACH PAIR IN 
SEPARATE BOX 


43 N. 3rd St. 


eh) Scarce tees em is 


3 APPELBEE & NEUMAN 


23-25 GREENE STREET, NEW YORK 
evo Originators and Manufacturers of 


FANCY SHOE BUTTONS 


YOU SEE THEM EVERYWHERE 
Pearl, Ivory, Pearlustre, Inlays, Etc. 


C 





= New York, U.S. A. - - - 


= 





K Special Offering | 


8 BUTTON EACH PAIR IN SEPARATE BOX 


BETTER GRADES IN WHITE CHAMPAGNE 
LIGHT and DARK GRAY, DARK BROWN 


TAILOR MADE, 


Laing Harrar & Chamberlin 
PHILADELPHIA 


FycovenuccsocescsccesesscssvsccecsscsscsscsscsccescsccsccsscssecesessocsececesensesT 


PEI 


No trouble to 


Fig. 1 Fig. 2 


Fig. 1 shows ange pide my 2 heel 
ig ows creeper in use. 


when not in use. 


You do not have to 
They are light, simple, durable, 


TS 
7 
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FRANKLIN 


MACHINE CO., INc. 
189 Charles St. 
PROVIDENCE, R I. 


ENGINEERS 
FOUNDERS 
and MACHINISTS 


Manufacturers of 
Shafting, Pulleys, 
Hangers, Bearings, 
Couplings, etc., Iron 
Castings, General 
Mill Repairs, Special 
Machinery for Tex- 
tile Work, Ball- 
Winding Machines, 











Cotton Bat Heads, 





Dressers. 
act T crING MACHINE 


POWER L I 
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Trade Marks in Foreign 


Countries 


Do you Realize the Importance of Protectang your 
Foreign Trade in Cuba, Mexico, the South Amerian 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the 

piracy of valuable trade-marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well asim the United States. 
Address all Inquiries to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St., Boston, Mass. 


Til ae NE 





Fieseennsenns 











Manila, Philippine Islands 
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The lull of Thanksgiving week has been succeeded 
by another of feverish activity nearly if not quite as 
panicky as those preceding the close of November. 
South Street is daily visited by many shoe manu- 
facturers who are more anxious to secure leather than 
they are worrying about prices. The present situa- 
tion as regards prices has had the effect of increasing 
orders from jobbers and retailers, and there are more 
shoes already sold for Spring and Summer than there 
have ever been before previous to the middle of Jan- 
uary. If the usual coming-to-market buyers order 
the amounts they generally do in January, there is 
likely to be such a famine in leather that such orders 
will not be filled. The shoe manufacturers are 
finding it more difficult than ever to secure stock to 
make up their present orders, and if on top of these 
another crop of orders comes with the New Year, the 
lot of the shoe manufacturers will not be a happy one. 
Buyers for export are having their troubles just now, 
for with the short supply of leather, tanners and their 
agents prefer to sell to the home trade, believing that 
by accommodating them now, they can hold their 
good will and their trade in the future. 


Sole Leather 


That the markets all over the country are short of 
nearly every kind of sole leather is an indisputable 
fact. Many houses have practically no leather of 
any kind to sell. Those that have are averse to quot- 
ing prices, but when they do, they insist upon instant 
acceptance, or the price is withdrawn. While it is 
the endeavor, in this department, to give shoe men 
all over the country an exact account of market 
conditions and prices of materials, at the present 
time no quotations can be transcribed which can be 
guaranteed by the time the report is put in type, print- 
ed and sent afar. 

Hemlock sole is very scarce, and tanners refuse to 
quote prices for any stock except that which they 
have on hand. Prices vary within a much wider 
limit than in ordinary times. Very little No. 1 dry 
hide hemlock can be found and sales are reported as 
high as 58 or 60c. Some slaughter hemlock is held 
at a still higher figure, while a lot of extra heavy 
bends has sold above 80c. With union sole a similar 
state of affairs exists. Medium and light weights are 
quoted at 80c. and heavies 75 to 78c. Oak sole is 
very scarce with best scoured backs quoted at 83 to 
85c.and bends held as high as 92 to 93c. Belting 
butts are now quoted at 89 to 90c. 


Upper Leather 


There seems to be no brake to the progress of prices 
of upper stock. Prices quoted are generally on 
“‘take-it-or-leave-it”” terms, with the general belief 
that it works out as “take-it-now-or-pay-more-to- 
morrow” in practically all cases. With the large 
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The Leather Market er eee 


sales by shoe manufacturers, there seems to be two 
demands for every piece of leather in stock, and 
tanners are refusing to quote prices for any leather 
notin stock. Calf is well sold up, and price advancing. 
White calf brings $1.00 to $1.10 a foot. Chrome 
tan calf is quoted at 85, 82 and 80c. Black chrome 
72, 70 and 68c. There is but little mat calf in the 
market, and prices range 65, 62, 60c. Side leathers 
continue strong and high. Chrome sides are quoted 
at 55, 52, and 50 for black and 58, 56 and 54 for 
colors. Wax splits sell moderately on a basis of 40c. 
Glazed kid is rather scarce, with best grades in black 
range around 75c., while colors are considerably higher. 


Hides 


The market was not so firm the latter part of last 
week, and while prices have stiffened again in some 
respects, quotations in some lines are slightly lower. 
This tendency is more noticeable in western than in 
eastern markets. New England hides are still held 
at 28 to 29c. but no sales are recorded at those figures. 
No. 1 Ohio buffs are quoted at 27 to 28c. and extremes 
33 to 35c. Southern country hides are held at 29 to 
30c. from near shipping points, while farther southern 
are quoted at 28c. to 29c. 

The Chicago packer hide market has been quiet, 
packers holding to last week’s figures, which tanners 
claim are too high when the general tendency of the 
entire market is considered. Native steers are held 
at 333c., but sales are reported at 33c. Heavy 
native cows are quoted at 32c. and light 33 to 334c. 
Texas steers have sold at $c. less than prices quoted 
last week. 

The Chicago calfskin market is as firm as ever with 
city skins held at 65c. and countries 50 to 5lc. New 
York city calfskin prices are firm at $5.25, $5.75 and 
$6.50 to $6.75. 


Style Information Supplemented 


The Westcott-Whitmore Co., of Syracuse, N. Y. have inau- 
gurated a selling plan of particular interest to retail shoe mer- 
chants who cater to the novelty demand in women’s shoes. The 
regular catalog is issued twice annually as a Style book and as 
new styles are added to stock a supplement is issued to those 
who have received the catalog. Every two or three weeks a 
buff sheet is issued showing floor goods which can be secured at 
discounted prices providing the entire lot is taken. 

The new plan has attracted notice among jobbers and manu- 
facturers and brought a most unusual response from merchants 
throughout the United States. The various numbers, of which 
there are about three hundred, do not remain in stock very long 
and are usually closed out at a time when they are readily 
salable. As fast as certain styles are discontinued new styies 
are added thus enabling the company to have a constantly 
changing lot of right up to the minute styles. The rapid change 
of styles—the biggest problem of today, is solved in a most 
satisfactory way and many retailers place regular weekly orders 
with the full assurance that they will receive styles that are 
in demand at the time. 
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HERE’S ANOTHER 
HIGH-CLASS \ 
NOVELTY 


““JANESE”’ Canvas —. made with white vamp | 
and novelty quarter and heel cover, also all white. | 


Geo. C. How Company 


anal Haverhill, Mass. 
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‘When ordering shoes you want goods which 


are right in style and profitable in sales.”— 
Marshall. 


The Marshall shoe for men is a safe buy. 


ey a 
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“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
BROCKTON, MASS. 
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Changes in Business a ae 


The Last Week’s Failures, Suspensions and Changes 


Failures 


Pittsfield, Mass.—M. Meirowitz, shoes, etc., reported offering to compromise 
at 25 per cent. 
Siloam Springs, Ark.—Sussman & Marshall shoes, etc., reported petitioned into 
uptcy. 
Pensacola, Fla.—H. O. Anson, shoes, etc., reported offering to compromise at 
33 1-3 per cent. 
Palatka, Fla.—Morris Kanner, shoes, etc., reported petitioned into bankruptcy. 
Chicago, Ill. Poem Berman (5324 Lawrence Ave.), shoes, reported petitioned 
into bankruptc 
M. canoe (849 Milwaukee Ave.), shoes, reported petitioned into 
bankrupcty. 
Taylorville, Ill.—Hicel Summers, ‘shoes, reported petitioned into bankruptcy. 
aay La.—B. Bennett, shoes. reported offering to compromise at 40 per 


snake Mich. —Henry C. Klick & Co., shoes, etc., reported offering to com- 
promise at 50 per cent. 
Roman Ardziejewski, shoes, etc., reported petitioned into bankruptcy. 
Nathan Slobin (Grand Shoe Co. ), shoes. reported embarrassed. Reported 
offering to compromise at 25 per cent. 
Kansas City, Mo.—Harry Hirsch, shoes, etc., reported petitioned into bank- 
ruptcy. 
Roneiivn. N. Y.—M. Cohen, shoes, etc., reported petitioned into bankruptcy. 
Fiver receiver appointed. 
a Weitzman (4415 13th Ave.), shoes, reported meeting of creditors 


meee ~¢ D.—A. L. Chamberlain, shoes, etc., reported offering to compromise at 
50 per cent. 

Roseburg, Ore.—New York Store, shoes, etc., reported petitioned into bank- 
ruptcy. 

Shiloh, Ohio.—Boyd nt og Gum etc., reported meeting of creditors called 
for yesterday, December 8 

Lancaster, Pa.—Wm. West Co. .» Shoes, etc., reported petitioned into bank- 
ruptcy. 


Munson Station, Pa.—Chas. Zeigler & Son, shoes, etc., reported petitioned into 
bankruptcy. Reported receiver appointed. 


Donora, Pa.—H. Sapiro, shoes, reported petitioned into bankruptcy. 


Jerome, Pa.—Max Halpert, shoes, etc., reported offering to compromise at 
50 per cent 


Comanche, Texas.—Neely-Harris-Cunningham Co., shoes, etc., reported 
petitioned into bankruptcy. 


Mondovi, Wis.—Rudolph Marken, shoes, etc., reported assigned. 
Montreal, P. Q.—J. C. Hemond Shoe Co., shoes, reported assigned. 





Changes 
Boston.—Commonwealth Leather Co., leather, name changed to the Richardson 
Leather Co. 
Zeman-Amdur Shoe Co., wholesale shoes, ded by N. W. Amdur 
Shoe Co. 


Salem, Mass.—Naumkeag Shoe Store Co., shoe manufacturers and leather, re- 
moved to Danvers. 


Bessemer, Ala.—Jacob Green, shoes, etc., sold out to Joseph Goldstein. 

Magnolia, Ark.—Richardson Mercantile Co., shoes, etc., closing out. 

Chicago, Ill.—Wm. Anderson (207 W. 69th St. ), shoes, reported advertised to 
sell out at Auction December 1. 

English, Ind.—C. W. Crews, shoes, etc., reported sold out at auction. 

ae Ia.—Jern & Miller, shoes, etc., dissolved partnership—William Miller 


re 

Senin Tll._—Tra lor & Westcott, shoes, etc., Frea Westcott reures. 

Bedford, Ind.—Elza yee. shoes, closing out. 

Vincinnes, Ind.—W. Flint Co., shoes, sold out. 

Ottawa, Ill.—Lewis F shoes, succeeded by Senz & Moss 

Vandalia, Mich.—Oscar Lompee Co., shoes, etc., succeeded by Frank D. Lewis. 

Duluth, Minn., Franklin & Faras, shoes, etc., sold out to Chelsan & Anderson. 

Columbus, Miss.—M. Krone, shoes, etc., -sold out to Kaufman Bros. 

Brock, Neb.—A. L. Asa, shoes, etc., sold out to W. G. Teal. 

Stoddard, Neb.—F. E. Genereaux, shoes, etc., sold out to Claude Corbly. 

Derry, N. H.—Wynn Bros. Shoe Co., shoe manufacturers, succeeded by Hunt 
& Tapley. 

Westfield, N. J. a T. Hand, shoes, succeeded by Morris Deutsch 

Troy, N. Y.—Jas. A. Dorrance & Son, Inc., shoes, incorporated with an of 
$1,600. 

Garrison, N. Di Fisher, shoes, etc., sold out to Abraham Auerback. 

Claremont, N. H.—R. G. Stearns & Co., shoes, etc., sold out to Nolin Shoe Co. 

Brooklyn, N. Y. Lan man Weitzman, shoes, sold out. 

Circleville, Ohio.—Albert D. S shoes, succeeded by Home Trade Co. 

Ironton, Ohio.—Henry Coalgrove, shoes, sold out to Asa. Harmon. 

Longview, Texas.—Hopkins-Stucky Co., shoes, etc., John T. Hopkins restires. 

Hearne, Texas.—Davison & Smith, shoes, dissolved ‘partnership. 

Calgary, Alberta.—P. T. Richardson & Co., shoes, succeeded by Richardson’s 
Ltd. 





ANNOUNCEMENT 


We wish to announce that we have opened an office and salesroom in the Hathaway Building, Atlantic Avenue 
and Summer Street, Room 616, Boston, Mass. 
where we will carry a complete stock of 


THE A. W. PLATIN SHOE COMPANY’S 
FINE STITCHDOWN SHOES FOR CHILDREN 















all points. 


line. 


High Cut Button 


Style 209 
tisk eenes ces. $1.50 
| SEP 1.85 


Our salesroom is located in the center of the 
leather district and easily accessible from 


It is our intention to carry a full stock on 
all lines, in order that we may serve the 
needs of the dealers who appreciate service. 


The shoes shown are specimens of our long 


Thanking you for past patronage, we are, 
Yours very truly, 


A. W. Platin Shoe Company 


Room 616, Hathaway Building 


Cor. Atlantic Avenue and Summer Street 
Opposite South Station 


Boston, Mass. 





High Cut Lace Style 258 


Style 258 

PPP eee $1.50 
re ae 1.85 
8 SP ar 2.25 
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Classified and Opportunities Department 


‘*Recorder”’ 


page per issue: 


rates for space less than one-eighth Pe WANTED: Three cents per word for 


each insertion. Minimum amount accepted, 
sixty cents. For other “‘Want’’ advertisements, 
five cents per word for each insertion. Minimum 
amount accepted, One Dollar. Ads under this head- 


cyan | time —_ 7 times 13 times 26 times S2times ing will be received up to 5 o’clock Tuesday, P. M. 


1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.08 
4 inch 15.00 12.00 10.00 


$2.50 $2.00 When advertisers desire answers to come in care of 
: ‘ this office, twelve words must be allowed in each ad- 


4.75 4.00 vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
7.00 6.00 address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 
9.00 8.00 under letter postage. . 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


LINE WANTED FOR SALE 








ESTERN POSITIONS open for nt 

salesmen, shoes, clothing, furnishings, oo 

go general merchandise; window trimmers. 
usiness Men’s Clearing House, Denver, Colo. 








POSITION WANTED 


B* a young man with ears’ retail experience. 
Now employed. Good reasons for wanting to 





change. References. aes A769, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


}}XPERIENCED buyer of shoes wishes to con- 
nect with a progressive house. Have record of 
success. Best references. Address A771, care 
—_ and Shoe Recorder, 207 South St., Boston, 
ass. 


OUNG man desires to change from present 
position. Has been soliciting business from 
shoe manufacturers and the allied trade in this 
country and Canada. Has large acquaintance 
among the shoe factory heads, superintendents and 
foremen. bane position as Boston representative 
or mana Headquarters Lincoln St., Boston, 
Mass. adress A752, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


“HOE buyer and manager, orthopedic specialist, 
S open for new arrangements January Ist, with 
live, progressive concern in responsible position. 
Department. specialty, chain-store experiences. 
Executive ability. Strictly temperate. Satisfac- 
tory references and bond. State particulars. Ad- 
dress A773, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


{HOE buyer and manager. at , present engaged 
Ss in that congas. Five years’ experience. Age 
25. Married. Desires to mehe a change January 1. 
Food references. Address A772, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


HIGH-GRADE man, having disposed of his 

retail business on account of the limited field, 
would like to represent an A No. 1 manufacturer to 
the jobbing trade. Highest references as to ability, 
etc. Address A768, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 




















ETAIL EFFICIENCY AND SALES MANA- 
I GER—Now employed by one of the most suc- 
cessful Eastern shoe manufacturers as manager of 
their retail department, is open to consider propo- 
sitions. 

Desires to confer with concerns (chain stores pre- 
ferred) who need earnest, efficient effort properly 
applied. 

Good systemizer, sales manager and buyer. 

Business must be big enough to warrant calney of 
at least $3000 a year. 

Excellent references from present employers, and 
reasons for making change stated at personal in- 
terview only. Address A763, care Boot and Shoe 
Recorder, 207 South St., Boston. Mass. 





LINE WANTED 


Ww Anrep by a jobber, who mz spot cash, a 
line of satin and fancy slippers. Will ad- 
vance cash for security. Address A770, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—Po ular priced line women’s, miss- 

es’ and children’s McKays for Georgia, 

Florida, Alabama and Mississippi. Address A761, 

core Boot and Shoe Recorder, 207 South St., Boston, 
ass. 














Jobbing and Big} |FACTORY 


Store Salesman 
. For Sale or Lease 


Wants Line 
New of Modern Brick 


Well-known salesman with 

large following among job- Construction 
bing and big save buyers Adjoins railroad station on main line of B. & M. 
is desirous of securing a R.R. spur track. Air and light on all sides. 
strong line for immediate Near Boston. Address A776, care Boot and 
business. Has sold one mil- Shoe Recorder, 207 South St., Boston, Mass. 
lion dollars’ worth of shoes 
a year. Highest references 
furnished. For appoint- 
ment address A774, care 
Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















CAPITAL WANTED 




















Capital Wanted 





pon -known salesman, _ a onde 
trade, wants a partner with some capital to 
FOR SALE organize a specialty shoe manufacturing plant. 

nwt 














A GILT EDGE aranteed from the start. Address A’ 
INVESTMENT 


a ant Shoe. Recorder, 207 South ong Boston, 
I have for sale a block of stock in the 











WANTED TO PURCHASE 





Haynes Henson Shoe Co.,Inc. 


of Knoxville, Tenn. This is a very attrac- 











tive investment. The company is an old- ° ° 

established firm and absolutely sound. Do You Wish To Retire or 

Will bear the strictest investigation. Fi 

full particulars address Mire. i. 4. me Sell Your Surplus Stock? 

1030 N. Broadway, Knoxville, Tenn., or Don’t Sell Until You Get Our Offer. 

hn W.G . be r *s 

amas — un ek See We have the largest outlet and pay the 
best prices for shoes. Noquanti — 
large. Short term leases taken. 








municate with us, and we will send rep- 





resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 
The largest coo hing comgern of ovary 


Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 





Telephone, Spring 2248-9. 
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CO-OPERATIVE ADVERTISING DURING 
HOLIDAYS 
(Concluded from page 73) 


President Burt, Joseph Strasburger,. 
Hahn. 


and Edwin 


Price of Rubbers 


Mr. Strasburger lead a discussion covering the whole- 
sale and retail selling price of women’s rubbers. He 
stated that a number of stores having bought rubbers 
at the old figures were selling them on the same basis, 
not taking into consideration the fact that on new or- 
ders they would have to pay an advance. He urged 
that the retail price of women’s rubbers be $1, saying 
that the general public would be willing to pay that 
sum knowing that cost prices had advanced in all 
commodities, especially in footwear. There was some 
little protest from the members located in the resi- 
dential sections, but all were of the opinion that the 
prices now charged were inadequate and were not 
bringing a profit. 

There was the usual argument covering the increased 
wholesale price of shoes and there were many predic- 
tions given as to the inability of the retailers to get 


WANTED TO PURCHASE 


WANTED TO PURCHASE 
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suitable stock in the future, of rapidly soaring prices, 
and there was some conjecture as to what the poorer 
people would do in face of these conditions. 


Co-operative Plan of Advertising 

Harry Hahn, chairman of the publicity committee, 
made the suggestion that the association again enter 
into a co-operative holiday plan for the advertising 
of footwear for Christmas gifts during the month of 
December. Early next month a number of the local 
banks will distribute ch2cks on their Christmas savings 
funds which have been in operation during the year 
and there will be placed in circulation various sums 
estimated upwards of fifty thousand dollars. It has 
been felt that the shoe retailers should get a good 
share of these funds as they did last year. The prop- 
osition was started last year for the purpose of educat- 
ing the public to giving useful gifts and proved highly 
successful. This matter will be entered into more fully 
at the meeting to be held during the first week in 
December. At that time the local retailers hope to 
have the company of the Baltimore shoemen and a 
smoker will be held. to which all of these are to be 
invited. 


MISCELLANEOUS 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 





Wire or Phone us 


Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of chomp esepets. 
clothing and merchandise of all kinds 
bought for spot cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
ara 8 sa saree en poe re = : en 
rooklyn Purchasing Syndicate ae ideonton every inth of wall cqase be eackiog 
FRANK WALKER, Fr 3 —— 
610 BROADWAY, BROOKLYN, N. Y. 


Tel. 2328 W illiamsburg 





With Noiseless Cushion Tire 
Rolling Trolleys 


‘oprietor 














Correspondence Confidential 
Established 1890 





GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


MISCELLANEOUS 








We also purchase clothing, 
hats, furnishing goods, etc. 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. ses taken 
over. ‘We will send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 


106 Grand St., New YorkCity. Phone,Spring9413 























Retailers --- Manufacturers 











Riemer’s W°Sica. 


For Farmers, Tanners, Butchers, 





Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 








Se << AT 
We Need 12,000 Pairs of Shoes Weekly 
We will at any time buy 10 to. 100,000 pairs of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire plants, Wholesale Stocks, 
Retail Stores, etc. e have an unlimited ex- 
port outlet—you can realize hest price by deal- 
ing direct with us. Also buy merchandise 
stocks of every description small or large. new 
or old style. Correspondence confidential. in- 
stant attention. Est. 1889. 








New York Export Purchasing Corporation 
42 Lispenard St. New York City 
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AGENTS WANTED 





Icemen, Teamsters, Etc. 
SHOES, $1.75. BOOTS, $3.25 
See our 4 Page Adver- 
tisement in last issue. 

A. H. Riemer Shoe Co. 
Milwaukee, Wis. 
Established 1887 





B. W. GODSOE, Pres. 


w. G. a, Vice-Pres. 


E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


COLORS: 
95 South Street, Boston 











Resident Boston Buyer 
For Jobbers and Large Retailers 
Styles change quickly—it is difficult 
to know where to get the shoes you 

want in a hurry. 
Write or wire your needs. I will fill 
them for you. 

GEORGE GREGORY 


Rice Building BOSTON 
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Skating Shoes 


for 


Men and Women 


KATING has now become the most popular 

S of all winter sports. Everyone is skating, old 

and young, men and women. Where dancing 

Sew was once the most popular of mid-winter 

divertions people are now enjoying the fresh clear air 
of ice-skating parties. 

And skating means skating shoes. The old way 

of clamping and strapping skates to regular street shoes 


is no longer in favor. 


With the demand for this specialty boot becoming 
practically universal you should lose no time in getting 
your share of this extra profit business—and for com- 
fort, warmth and construction, these two shoes shown 


here are meeting every demand. 









2251X 
Tan Lotus 
Goodyear 
Welt 
Felt Lined 
$2.85 





PARKER-HOLMES 
& CO. 


600 ATLANTIC AVENUE 
BOSTON, MASS. 





" HE women’s skating boot is a Gun Metal, 
A Goodyear Welt, felt lined throughout with 
leather strap and buckle ankle brace. 














The men’s boot is a medium shade Tan Lotus, Goode 
year Welt with felt lining and ankle brace. It is 
particularly well made and strongly reinforced on all 
seams, 

A few pairs of these boots in your window will bring 
a lot of extra business in your store. 

Use this order form. 









3026X 
Gun Metal 
Goodyear 
Welt 
Felt lined 
$3.75 
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“Barry” Shoes Are Smart 
Styles---“Tailor-Made” 
Shoes So To Speak--That 
Appeal To Discerning 
Men 


There are dealers struggling along with less appealing 
shoes that ought to take a quick shift to the “Barry” 
line. It means greater popularity for the store and a 
larger daily and yearly business. Sample the shoes 
shown here. 











Stock No. 942—Bear Last, Gun Metal 
Button, Rex Calf Top, 10-8 inch Broad 
Heel, Single Sole. > and D Widths. 
te earrer rer Price $3.50 


Stock No. 943— Unbranded, Copley Last, 
Brown Cordovan, l-inch Broad Heel, 
Single Sole. A, B, C, D Widths. Sizes 
EE a iin 5 ca coe weds ak ase Price $5.75 


Stock No. 934— Unbranded, Copley Last, 
Gun Metal Bal, Mat Calf Top, White 
Rubber Sole and Heel. B, C, D Widths. 
eee rr Price $3.75 














Stock Dept. 
at 
New York 
Stock No. 933—Un- 
branded, Campus Last, and 
Fytent Datees. b wes i oe 
jot. op, l-in. Broac 
Heel. B,C, D Widths. Brockton 
Sizes 5 to 10. 





Price $3.60 





i 


BROCKTON 33 


BOSTON OFFICE 
183 Essex St., Room 204 


T. D. BARRY COMPANY 


NEW YORK OFFICE 
819-A Flatiron Bldg. 


Address all Communications to Brockton 
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Stock No. 941— Unbranded, Copley Last, 
Gun Metal Bal, Rex Calf “8 l-inch 


Broad Heel, Single Sole. B,C 
Gee © GO OO. cc cecassacenan 


branded, Regis 
Gun Metal B 


C and D Widths. 


bef a 
3.50 


Stock No. 935—Un- 








Last, 


al, Mat 
Calf Top, 1-inch Broad 
Heel, Single Sole. B 


’ 


Sizes 


5 to 10.... Price $3.75 











3: MASS. 


CHICAGO OFFICE 
35 So. Dearborn St. 
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i The Exceptional 
aN Value of These 





Styles is Appar- 


ent at a Glance 









neues aap B 375 K $4.50 
Women’s Welt Boot, White Delhi They cannot be made today for the : 
Calf, Touraine Last, Whole Fox, Lace, 





Women’s Black Glazed Kid Welt 







8-inch Height, Imitation Wing Tip, same mone A look at the prices will — Boot, Kid Quarter and Vamp, 8-inch 
e p, 8-inc 

= - wg A bagel: wg ian pork e ‘ y P Height, Madison Last, Black Satin 
wee ater Sole, Close Eee = verify this Top Facing, Fudge Edge Welt, Plain 
We rictatol Bate nae 3 y ‘ Toe,"1 7-8 inch Leather Louis Heel. 
21% to 7;_D, 2% to 7. ' Ege ST RS eee. 







Your serious consideration will show you at once the profit they will represent to you 
at a time when the cost of all shoe materials is soaring and prices, both wholesale and retail, 


must necessarily be proportionately higher. 











They are in stock, which means that they may be had quickly, as many as you may require. 
Don’t permit yourself to lose this benefit; but send in your sizes in the next mail or by wire. 





Are You Coming This Way 


In January? 











If so, jot this down in your note book: 
Style Show of Rochester Shoe Manu- 
facturers at Powers Hotel, Rochester, 
N. Y., January 10th to 17th. 








Retailers who visited this Style Show 
last season found it of inestimable advan- 
tage in posting themselves in Shoe Styles. 
You owe yourself this treat. Shall we 
see you? Write us when. 











B 0727 D $2.85 - B 0708 D $2.65 
THE UTZ & DUNN STYLE EXHIBIT 

College Girls’ English Welt, McKay ” College Girls’ lish Welt, McKa 

Boot, Dull Calf, Wellesley Last, Mat WILL BE SEEN IN ROOM 500 Soot, Potent, Wolsey Last. Black 

Kid Top, Three-quarter I ‘Ox, Button, Cloth Top, Three uarter Fox, But- 

Tip, 14-inch Cc. 21% to 6; ton, Tip. 1 Jag . inch “" C, 2% to 6; 

D, 2% to 6; E, 2% to 6. D, 2% t t, 2% to 6 






UTZ & DUNN CO.,, 


Rochester, N. Y. 














Denver Office New York Office Los Angeles Office 

218 Charles Building 200 Fifth Ave. 319 Story Bldg. 
Denver, Colo. Fifth Ave. Bldg., Room 405 Los Angeles, Cal 

Rice & Tiger, Reps S. A. McOmber, Rep C. G. McAtee, Rep 
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Miss Adele Rolland,—now playing in ‘‘Capt. Kidd, Jr.” 


THE BLACK AND WHITE WAVE OF FASHION 


EW YORK CITY’S favorite shoe is the Patent, whole vamp, plain toe, white 
Top,—both Button and Lace. Almost an equal favorite is the all white, high 
Laced boot. New York has gone ‘‘white mad.”’ 

Shoe Manufacturers, Retailers and Wearers find a real blessing in this 
black and white fashion wave, as Patent Leather is about the only leather 
now obtainable at any price, while White Reignskin Cloth is being woven 


every day. , ; 
Look for our Reignskin label, reproduced below, in every shoe. It is your protection 


against substitutes. 


PETERS MANUFACTURING CO. 


Specialists—3 Generations 


461-479 8th Ave., New York 


nine ADGLE BOLAND 

roadway Star This label in Reignekia Shoee protects Makers, Re- 

now playing in ‘*Captain Kidd, Jr.,”’ ax. gy yy yb 

eve = ew R ee happyi to find her three ply hard twisted yarns, peculla 

avorite /hite eignskin oots at ee a ee 

Clark’s Bootery, St. Paul, Minn., when gy lt LF - 

she was on tour last season in “It Pays to ALG.USPAT.OrrcE | Steet strength and firm, smoo! whi 

Advertise.” pg og ee 
Visitors to New York, interested in 

clean, well-written comedy, should see 

“Captain Kidd, Jr.”’ It reminds one of IN THE WORLD 

“The Middleman,” plus American dash, 

life and fun. 





43-59 Lincoln St., Boston 

















See ecient tee 
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SHOES FOR WOMEN 





MISSES 
AND CHILDREN 


important points in shoe 
manufacture are mate- 
rials, workmanship and fit. 


E have concentrated our 

W efforts on these lines in 
our 41 years in the shoe 
trade. 





IN STOCK NOW 


your needs we have devel- 
oped a stock service that 
means you get what you 
want when you want it. 


L EARNING to anticipate 





tail has kept this service 
at top-notch efficiency 
and applied to our shoe 
making, has _ produced 
footwear you can stand 
back of. 


E ARNEST attention to de- 


OTHING has been over- 
looked in style and de- 
signing, yet none of our 
shoes are freakish or un- 
salable. 





WING to market condi- 

QO tions some advances have 
been required, but our 
strongest effort is to main- 
tain quality at moderate 
prices. 


GUORRCORRRREERGRRRECORRRCCRRRRRERERRRRRRRRRGRRRRRRRCRRRRRRRRRRRRREE CRRRRRReaeE 


MAS business will include 
footwear. Why not se- 
lect some styles shown 
here, which we are pre- 
pared to ship, or write us 
for details concerning 
them. 





IN STOCK NOW 





Write for Samples and Prices 


DISTRIBUTING HOUSE 
35 S. 2ND STREET 


PHILADELPHIA 











The “‘Squab”’ Last 
In Black and Havana Brown 
In Stock Now 


The “‘Chicken’”’ Last 
In Black and Havana Brown 
In Stock Now 


WEIMER, WRIGHT & WATKIN CO. 


FACTORY 
12 TO 40 E. ALLEN STREET 




















6 BOOT AND SHOE RECORDER Dec. 16, 1916 








WHEN THEY GO LIKE THIS 


there is only one remedy that can be absolutely relied on 


INSIST UPON 


CRAWFORD 
Arch Supporting Shanks 


——_ ee ma a 


Built like a bridge---cannot wear through outsole. 
The patent lock holds it. Your manufacturer 
knows about them. Write us for free sample. 


United Shoe Machinery Company © 


SHANK DEPARTMENT 
205 LINCOLN STREET BOSTON 
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FAITHFUL TO A QUALITY STANDARD 





If you should take and feel an AZTEC calf skin, you would 
see for yourself the desirable qualities that we have been 
explaining to you in cold ink for years. 





You would feel a mellow, pliable skin that instinctively 
you would recognize as possessing the qualities that make 
good shoes. 


You would see for yourself the advantage of a vegetable 
tannage, in which time plays the most important part— 


You would realize that this leather doesn’t chip on the 
top surfaces—that the natural pores of the skin are open, 
making it a cool, summer-wearing, ventilating leather that 
holds a brilliant polish. 


AZETC CALF is made in a wide variety of weights and 
grades—suitable for medium and high-priced shoes. 


Feel this leather in your shoes. 


A. F. GALLUN & SON 


MILWAUKEE, WIS. 
H. A. ELY, Manager - 11 East Street, Boston, Mass. 






































: : Broadway at 
: 24th Street 
: after 
2 : J anuary Ist 


Peteeescceesccccccceeccececcecececese 








1917 





Reg U5 Pat. orfice 











tin Right Direction 





b 








This change of location means 
much in service and conven- 
ience to the friends of 


“Onyx” 


Our new quarters were necessitated not 
only on account of our greatly increased 
business, but also because they afford us 


A Most Central Location 
right in the heart of things and most 
accessible from anywhere. 


It is convenient to subways and terminals 
as well as the standard hotels of New Y ork 
City. 

Four Entire Floors 
containing 100,000 square feet, spacious 
and well lighted, will be occupied by Onyx 
Hosiery selling and service. 





Hosiery 


No change of location could, we 
think, be calculated to better please 
and assist our customers. It will 
be indorsed for its 


Added Facilities 


and more comfortable surround- 
ings, which will make every visitor 
feel at home from the first time 
he enters. 


This move is, in short, in line with 
the progressive policies which have 
been always behind the “Onyx” 
Reputation, and which will con- 
tinue it as the world’s best. 


Boston Office: kK B Co Chicago Office: 
34 Bedford Street LAMCYY -DeeTS COMPANY, Inc. The iytion Building 
Philadelphia Office: San Francisco Office: 
1033 Chestnut St. NEW YORK Bankers Investment Building 


SUCCESSORS TO THE WHOLESALE BUSINESS OF 


Lord & Taylor 
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MILWAUKEE SHOES 





MILWAUKEE SHOES 









Men’s Nailed or Welt Choco- 


| excel in wear 
WEAR” Outing Blucher. and comfort 


To insure the comfort of every wearer, the 
“FARM WEAR” line is made on full standard 
lasts with an extra tread. 


“FARM WEAR” shoes, while making no style 
pretense, are the kind that a man can wear to 
town without the necessity of changing into a 
better looking pair. 





The only way to get the benefit of “FARM 
WEAR” superiority is to buy the line as a 
whole. 


You will find it an advantage to get in touch 
with us that we may tell you of our sales helps 
and advertising co-operation. 


Men’s Chocolatef ZWEI-TAN 
“FARM-WEAR” Hi-Cut. 











Men’s Nailed or Chocolate 
ZWEI-TAN “FARM-WEAR” 
Cap Blucher, Half Double or 
Double Sole. 





NUNN and BUSH SHOE COMPANY 


MILWAUKEE, WISCONSIN 


PU 

















Buyers’ Easy Reference Directory 





“Beaded Fibs 


THE LACE OF QUALITY 


The Tips match the Braid 
All Lengths, Widths and Colors 


Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
[Auburn] PROVIDENCE, R. I. 





The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 


for men, are carried in stock. You 


ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 


East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 




















McKays and Welts 
For the Up-to-Date Woman 





Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 








CORDO-TAN 


A dye that changes a faded tan or light colored shoe 
to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 package, with 10 cents added for parcel post— 
NOW. 


BLACKFAST DYE—As good for turning them black 


Same Prices 
149 DUANE STREET 


ELIAS BERLOW NEW YORK, N. Y. 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., Pa. 














The Dr. A. Reed 


Famous Cushion Shoe for Women 





Have a clean cut style and 
real comfort that will appeal 
to the very best class of trade 
who consider comfort _first. 
Try out a few—they’re IN 
STOCK at all times. 





Glazed The “*Dr. Reed”’ Agency is an Asset 
Kid, Good. 

elt, 
Bot : John Ebberts Shoe Co. 





Widths A t BUFFALO, N. Y. 


o 
EF. Sizes 2 1-2 to9 





he matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Hitjupy 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 

















We stand ready to ship any order in any quantity 
from Shoe Buttons to 


Shoe Repair Machinery. 
Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 
Look for Our 


New ion 
INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 











PASS THE BUCK TO 
KIELY 
The White (Buck) Man of the East 


A Factory with a Snow 
White Atmosphere 


WHITE SHOES FOR 


INFANTS, CHILDREN 
MISSES and GROWING GIRLS 


McKays and Welts 


Shoes that Fit --- Shoes that Sell 


KING KIELY OF THE EAST 
MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 








THIS IS KIELY 
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BURNING WASTE PAPER IS 








DEAD LOSS TO YOU— 
BALE IT! 


Dump it into this baler as 
it accumulates and convert 
fire’s waste into earnings 
for you. Every 


‘‘Modern Leader”’ 
All Steel Baler 


is guarantecd fire-proof. Waste 
— in it will not burn. This 
Ba er weighs but 450 pounds and 








occupies only 30 in. x 33 in. floor 
space. Can you afford to destroy 
your waste? 





Are you taking advantage of 
the high prices now being paid for 
waste paper? Read, sign and 
return the coupon and let us tell 
you how to turn your waste paper 
into profits. 


Build Your Children’s Department 


on the quality basis. When children’s 
departments do not pay it is usually 
due to the lack of care in selecting the 
merchandise. McMASTER soft soles 
and turn cacks are of a standard ac- 
cepted by the model children’s shops 
in the country. 








Agents Wanted 


The Petroleum Iron Works Company 


OF OHIO 
702 Frick Building, Pittsburg, Pa. 





SIGN AND RETURN THIS COUPON, N-O-W 





The Petroleum Iron Works Co. of Ohio, 
702 Frick Bidg., Pittsburgh, Pa. 


Please send descriptive catalog of THE MODERN LEADER ALL STEEL 
— complete information about how to turn our waste paper 
nto profit. 





J. J. McMaster Rochester, N. Y. 


PITT 


SGGGERRROOEE 

















The Children’s Line that in spite of advancing cost 
will retain its high standard of quality. The prompt 
“in-stock” service is an added advantage to the trade. 


F40—Patent, with Mat Calf Top. 
8 gi 18 878 to 12, $1.95 1214 to 2, $2.35 


5 to 8, 
F41—Dull Calf. 
In Stock *“Sic8's1.80 83 to 12, $2.00 1234 to2, $2.40 In Stock 
F43—Tan Calf. 
5 to 8, $2.30 834 to 12, $2.55. 













F 41 












Williams, Hoyt & Co., Rochester, N. Y. 


rm 





Catching Your Eye 


Is OUR duty 


Heeding Our Message 





is YOURS 
Our Duty is to Help You 
with HOME MANUFACTURE service 


The cost is nominal 
send your problem along 





7 COnceeuneags CRGRGRUEOUTRCRGRORERCRCRRREREEE 


























Buyers’ Easy Reference Directory 








Women’s Comfort Shoes 











OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


os Hasan HS ov 


LYNN, MASS. 0.2A 











a OUCRCCGREROERROES 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We Wish You A Very 
MERRY CHRISTMAS 


And A Happy New;,Year 























PITTI 
: “ 

so 8 8 EEE EES ‘ss 8 oe 
a” DO YOUR WINDOW TRIMMING an 
a” EARLY ae 
a” CHRISTMAS BACKGROUND PAPERS ,® 
5 FURNISHED IN ROLLS AND * 
‘, SHEETS ‘ 
., Screens, Pedestals, Borders, etc. Arti- a 
®., ficial Flowers, Special Christmas items. ‘, 
°, Send for our complete catalogue. ‘, 
‘ An invitation is extended to merchants Sy 
®,, to call and see our show room. 5 
®™, DOTY & SCRIMGEOUR SALES CO., INC., *, 
a, 74 Duane Street New York City ‘, 
ime 


ee ee ee ee ee ee es ee ee 


ST tela lill Ld LllLemlbtel tlle 


A Treat to the Feet ; 
MACKS FODT LIFE 


TIRED, ACHING, 
PERSPIRING FEET. 


eader for THIRTY YEARS 
_Send for @ copy of | 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL C 
333 Fremont St., Bose _ 
















Bisi8isisis 




















SBS 1S S18 BBs Si8ieigiais 





There Never Has 
Been a Time— 


when so many shoe buyers 
attend the auction sales of 


HENRY LILLY CO. 


88-90 Reade Street New York City 


on Wednesday and Friday 
ec each week as at present 














CRERRECORRRRORROEREEES 


Strootman Cushion Arch Molds 


Surprise your customers’ weak, tender 
and tired aching feet by giving all 
necessary ommeest, with the shoe fittin 
in a glove-like manner about the arc 
and instep. 


Keep Feet Smiling 
with foot comfort from the first to the 
last day’s wear. 


You might take our enthusiasm with a 
grain of salt; but you can’t very well 
refuse to believe what your own eyes 
and feet tell you. 


Why delay—drop us a postal today 
John Strootman, Buffalo,N. Y. 





} VERY POPULAR 


Black and White 
in Stock 


Black Vici, Full Foxed, White 
Washable Kid Top, Full Louis 
Covered Heel with Aluminum 
Plate, Turn, 814-inch Height. 
Ato D. 2% to 7. 


$5.00 





TT 


TTT 





Style 4915 


Powell<Campbel. 


122-124 Duane St., 
NEW YORK CITY : 
TTT hs 


-"@AI(C) SHOE CO. x= 


()LO 100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 














IN STOCK 
i Es a Kea ae nae doe iss coe oees $12.00 
Also 
Stock No. 1021—Pearl Gray................- 12.00 
Stock No. 1022—Champagne................ 12.00 
Stock No. 1033—Taupe...............es000. 12.00 
Stock No. 1035—Chamois................... 12.00 





= Send for Sample Dozens. 
TUNEUEOROGHOUOOREGHOUUOEROOUGEOOEOOE 











As IDA a ow 2 


Se eee F 


~~ See ge 


14 
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*“KONQUEROR’’ 
shoes for men are 
the retail business 
boosters. This 
style No. 737, and 
others listed be- 
low, can be had at 
once. 


Mi og NTT SARIS | RS tia 


Following stock numbers are ready for orders and will be continued through the rest of the season. For complete description refer to 


our catalogue. Send for copy if you have 
Stock No. 737—Gun Metal Bal, Royal Last. 


Price $4.25 
Stock No. 750—Dark Brown Cordovan Calf 
Pe ee BR, 0 0 00 annscasaes Price $4.25> 
Stock No. 740—Gun Metal Bal, a k Last. 
Stock No. 741—Colored Calf Bal, ‘Park en. 
Stock No. 743—Gun Metal Bal, Black Neo- 
lin Sole, Park Last............. Price $3.75 
Stock No. 744—Colored Calf Bal, Tan Neo- 
lin Sole, Park Last............. Price $4.25 
Stock No. 732— Kid Bal, Unlocked Process, 
Watch- poureue ten Soa eau ae Price $4.25 
Stock No. 733—Gun Metal Bal, Unlocked 
Process, Nature Last........... Price $4.25 


Sige. THE 


2) 
=| S 
a) Zz 
Ss. $ 


none 
Stock No. 555—Colored Calf Bal, Bronx Stock No. 180—Kid Blucher, Tech Last. 
die ctkeatbedavanladtasate Price $4.10 Price $2.85 
a ae ee ee ee an Stock No. 176—Kid Bal, Antikorn m Lest ms 
pay. Ee Cm Stock No. 138—Colored Calf Blugher, Argo 
Stock No. 729—Gun Metal Blucher, West IF EE OR eo ce $3.50 
Pe I, okése hoes cenachenadl Price $3.50 Stock No. 139—Gun Metal Blncher, Py 
seosts No. 714—Glazed Sangees, ad Nth cciceneesamanassnaneren Price $: 
2 SS Se ree ae x bias 
prea 7 No. 579—-Colored Calf Bal, Westmin- Stock No. 140—Colored Calf Bal, Riges lam. 
Sen ak e. bb Gen’ iia Bay Woot Stock No. 141—Gun Metal Bal, Plaza Last. 
oD OS ape e $3.50 Price $2.90 
a No. 558—Gun Metal icon’ Nugget Stock No. 143—Colored Calf Button, Argo 
podecbdeceeede6esbesseeeon Price $3.50 Last... sees eececeeccree ses oe Kehoe $3.50 
MANUFACTURERS 


BROCKTON, CAMPELLO STATION, MASS. 
OSTON OFFICE, 207 ESSEX STRE 


in 





SE. 















































OUR XMAS 
SPECIAL 


No. 3196 

Women’s genuine demi glazed 

kid 814 inch lace, white inlay 

cuff and vamp, 16-8 lea. Louis 

heel, im. turn, A, B,C, D. 
Price $4.25 

















Expressed to you on receipt of order. 


NOVELTY SHOE CO. 


Lees Bldg. 


CHICAGO, U.S.A. 








SOUGRURGEGRCGURCRCCRROGRORGRCREGROCOGRCCRERERORRRRORRORRRRRRRGRRRRORREEES 
































Buyers’ Easy Reference Directory 


FAAMALAALALALALLALANY LALALAALALALANAAAAAAR 
3 = CHANDLER’S FAIRY TIP LACES, TUBULAR and ROUND ¢ 


planeta 27 to 72 Sentient In Stock 
Prices Below For At Once Deliveries 









Pat. 540—Fine_ wae Xi Popular Fairy Tip, Small Dressy 


to lace 
bt BI'k & White....$2.40 Gro. 63 in. BI'k & White. . . $3.50 Gro. 
40 in. Russ. & Colors*.. 3.25 Gro. 63 in. Russ. & Colors*.. 4.75 Gro. 





Pat. 96—Round, Mercerized, 
suited ted for we women's boo 

40 in. BI’k & White... .$2.25 Gro. 63 in. BI'k & White. . .$3.15 Gro. 

40 in. Russ. & Colors*.. 2.80 Gro. 63 in. Russ. & Colors*.. 3.90 Gro. 

OLORS Wine, Champagne, Tan 

Brown, Bronze, Light aa Dark Gray 


 Quallty, ® aad Tip. Especially 


Mahogany, Cordovan 


2M SN SY SN EY SVEN SN SY SY Ss ER SR EN ER ERR ELIS BR RR 
BSBRLSRS SVSSRSSRERRSSEEERKV 


3 C. A. BROWNING CO., 30 FRANKLIN ST. BOSTON, MASS. 
XSBSSSSSSSVVSSAussssssssssTyssssssssyvyesvyvysys 


KELLERS-EVERS-CO-IN 
JUST ARRIVED 
IN STOCK 
e 
L. 
1 
& 


7563 Women’s Steel Gray Kid Vamp, 
Gray Buck Top, 
Lace, Leather 
Widths A-D 


9 inch Pattern 
uis Heel, Welt. 
$5 


7562 Women’s All Gray Buck Lace, 
Full Louis Covered Heel, 9 inch 


Pattern, Welt. Widths A-D ..$5.50 


Two Beautiful Boots 
08 READE ST-NEW YOR © 
Braspihtion in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 






Shakespeare 
Shoe Store Chairs 


Occupies 
Smallest 
Store Space 
Most Practical 
and Successful 
Shoe Store 
Seating Ar- 
rangement 
Ever Planned 


Write for Catalog 
The C. F. Streit Mfg. Co. 
1047 Kenner Street 


On every piece. CINCINNATI, O 








tie 


On every piece. 











IN STOCK 
SATIN SLIPPERS 


FOR EVENING WEAR 


mS Made of good serviceable satin, in operas, 
with and without rosettes. In Cuban or 


1-2 Louis heel to match. Black, white, 
s pink, blue. 


$1.25 to $1.85 per pair 


SLIPPER CO. 
116 Duane St. P igor 
NEW YORK, N.Y. po octagon 











SUM/NIMVCVONANDNGDOUOA AAA A 


‘COLUMBIA 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA:COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 

















(AAUUNOA TURD ASATUA HD HT 








Sx 









Sa 





SANTEE SS 





> CHMOD 


A practical device for holding the shoe 
when being cleaned and polished 
Has changeable lasts for men’s and women’s shoes. 


Made with detachable wall bracket, so that the holder § 
can be removed when not in use. 


Useful alike to those who dress their own shoes or & 
have others attend to it for them. For high and low 
shoes and for dressing applied by brush, sponge or 


cloth. 
Retails for $1.00 and upwards 
Write for Buoklet and Prices 


325 ARCH STREET 
PHILADELPHIA 


| ‘COULTER MFG. CO. 





Original In Use 
Over een Years 





IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS rari. 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 


Cures Sprained Ankles—For Children 
Learning te Walk—FOR SKATING 
Order by Name from 
your Jobber or FOOT oct 
R . ae is also — 
Western 
 & 4 Lawrie & 
206 S. Market et St. 
Chicago, Ill. 


Nathan Anklet Support Co. . 


81-90 Reade St., New York Ci 
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‘‘When you place business with us, we immedi- 


ately attend to placing that business with you.” 
Marshall. 


That’s one thing why the Marshall Shoe for 
men is liked by dealers. 


“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
BROCKTON, MASS. | 








PITTI 


SEUCECRUGEEGEECGEGGEEORERRES 


! 








- PUGOUGEGHGOODOHGOROODGOUOEUGEOGHOGHORCRORORUGODOORGREGROORRORRORGORORRGROOROOREL PU GROGDGROURORORROREES cunane 


OUR EXCLUSIVE DESIGNS IN 
IN STOCK S.P As esS 


Will increase your trade. No matter how 
complete your present stock, these will add to 
your sales. 

Our Spats FIT. They are cut on the 
proper patterns and carefully stitched. Prices 
range from 


{0} f/ A Classy 
; | Shoe for 
the growing 
Miss 










$9.00 to $48.00 


LYNN ORNAMENT CO. 
219A MARKET ST., LYNN, MASS. 
ADUUOEOUOROUOROROROHOUQUGUOEQURORERR008 snnseece 











= FRANKLIN 


MACHINE CO., INC. 
189 Charles St. 
s PROVIDENCE, R I. 


= ENGINEERS 
Growing Girls’ = FOUNDERS 
7% inch Boots and MACHINISTS 


Dark Mahogany vamps, White leather ro f 
top, McKay, Sizes 24-7 - - - Price $2.75 : safting, - Pulley. 





Couplings, etc., Iron 


Henry Kleine & Co. ang 
CHICAGO Roane ace: 


CUQGUQCRGROCEGORCCRERGHOGEROGECGCOCORRGCEORCCORECGRORRGROERRERGCRRRGECRCROREGRRORR riTTTT TT 











I 
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extend compliments of the 
season and best wishes for IN 


a Merry Christmas and most iV} 
Prosperous New Year to i 






our many friends in the 





retail shoe trade everywhere. 


NZ 
Pt oo 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS tp 
——BROCKTON———_ 


BOSTON CHICAGO 


NEW YORK 
60 South St., Rooms 63-64 35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 





















COLORS 


LIGHT CHAMPAGNE 
LIGHT PEARL 
MEDIUM GREY 
DARK GREY 

CHAMOIS 
CASTOR 
WHITE 














rich, smooth appearance of this 
fashionable topping has enough 
luster to give it the brightness 


so much admired. 















Buckcloth is beautiful and at- 
tractive---cannot be reproduced. 
on paper---must be seen to be 
appreciated---samples sent on 
fe | request. 













| Buckcloth is practical---wears 
_ | well---cleans quickly and holds 
| its shape. 




















BUCKCLOTH 























For high style---lasting satisfac- 
tion---good profits and reason- 
able selling prices---Buckcloth 
is the cloth de luxe. 


Write for samples today. 


J. Einstein, Inc. 


Largest shoe cloth operators in the world 


176 William St., New York City 
St. Louis 





Boston Montreal 





DE LUXE 
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**POPULAR MAKERS OF POPULAR MEN’S WELTS” 


We Can Ship Your Holiday Orders “At Once” 


To get shoes when you want them, is the 
test of a “Satisfying Service.”’ 


Are you prepared to meet the Holiday rush 
—have you protected yourself against fur- 
ther advances? 
We can be of valuable service to you, in both 
these instances. 


Our shoes are—UNBRANDED—Union- 
made in  Brockton—and carried “IN 
STOCK” for immediate delivery. 


Let’s get together right now—-write now. 












e »! ‘ ; 
196 CHURCH ST. >) ond fi ‘ G~ 
AT DUANE Nam Sf o¢ . NEW — mM. &. 





PITTSBURG OFFICE, 302 Lyceum Bldg. CHICAGO OFFICE, Lees Bldg. 
PHILADELPHIA OFFICE. 406 Central Trust Bldg. DETROIT OFFICE, 213 Bowles Bidg. 





















VAMP—HARRISON & CO.’S PATENT LEATHER. 
TOP—8 1-2-INCH PETERS MFG. CO.’S WHITE 
EGYPTIAN REINSKIN. 
BUTTONS—I6 DANDY BLACK—BY UNITED SHOE 
MACHINERY CO. 
' SOLE—TURN. SQUARE EDGE. BEVEL SHANK. 
STYLE NO. El HEEL—2 1-8 WOOD COVERED LOUIS WITH ALUMI- 
NUM PLATE. 
PRICE—$5—5% THIRTY DAYS. 
MADE TO ORDER, 


Footwear of Excellence 


Sherman fashionable turns afford the progressive retailer high-grade 
merchandise, built to clinch the trade of style-loving women. Exclusive 
designs. Both button and lace, Made to order. Good leather stocks on 
hand. Excellent manufacturing facilities. Style, merchandise and ser- 
vice. Atrial case order of the charming boot illustrated will convince 
you. - Write us NOW. 





Roger Sherman, Jr., President 


Sherman Shoe Company Haverhill, Mocs. 
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iy Once more is the holiday season Ry 
éy with us. Ay 
be Once more do the relations be- nye 
AY tween buyer and seller become more Ns 
leh pe m>% 
Re? intimate. Ay 
“ahi Once more does the spirit of good ey 
Ay will toward mankind prevail “at 
we throughout the land and manifest Ay 
ae itself in many acts of kindness. < 
Ay Once more do Rice & Hutchins, “ak 
Oy. Inc., extend greetings to their Ay 
Ay friends, the retailers, through whom wy) 
ay they in turn reach a multitude of 18 
ay wearers. “ 
ny Rice & Hutchins, Ine. “ 
BU 4 20 High Street, Boston, U. S. A. Tak 
“1 i AY 
ak) | 1% 
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